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NEVER 
BEFORE WAS 
LONG WEAR 
SO /MPORTANT 


Tes more than ever before, the 
buying public wants long-wearing, 
comfortable shoes—more shoe value 
for their money. That’s why shoes 
with Darex Insoles are in such de- 
mand — they give both cushioning 
comfort and the flexibility that means 
longer wear. It’s the combination that 
people want when they spend their 
ration stamps for shoes. 


DEWEY AND ALMY CHEMICAL CO. 
CAMBRIDGE -- CHICAGO ~- ~MONTREAL 


— 


DAREX INSOLES — 


make flexible shoes 





Se oe designer of fine 
IAL footwear faith- 
fully expresses his art and 








ima gination mM 

















Top-fight fashion designers 
‘ choose TANDRITE as the instrument 
capable of assuring the truest reality 















for their inspirations. 


4 The finest quality calfskin tanned to 
rf perfection, TANDRITE Beauty and 
Flexibility respond to every whim and 
flair of ingenuity for beautiful contours, 
individual treatments ... while in Color, 
Finish and Durability TANDRITE is 
steadfastly superb. 
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A “Pandora” Pump, 
last 224, 21/8 heel, by 
Newton Elkin Shoe Co. 

Philadelphia 
TANDRITE CALF Color No. 972 





HUBSCHMAN & SONS, INC. 





PHILADELPHIA. PA. HEL 
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WHAT HAS SEPTEMBER 6 TO DO WITH Ady : 


Suey this: In the September 6 issue of busy, active women who are on their feet 
Life appears another page in Vitality’s cur- more than ever—are finding in Vitality 
rentnationaladvertising program...another _ shoes the service, fit, style, and good sound 
message designed to create still greater value they demand. 


restige and acceptance for Vitality shoes. 
P 8 P ty WOMEN’S VITALITY OPEN ROAD SHOES 
: : s 4 14; : AAAAA to EEE for Outdoor and 
Vitality ads like this are building a mighty ae ae y Aeanrve,-~ ber 
reservoir of potential postwar customers 90.98 $6.08 and 98.08 
: : sos CHILDREN’S VITAPOISE 
coe & great yew! which cvesy Vieality dealer Complete widths and sizes Feature Shoes for Children 
will appreciate when V-day arrives. Priced according to size Priced according to size 
$2.50 to $5.50 $3.50 and up 


Today, when footwear is being put to the 
VITALITY SHOE COMPANY 
supreme test, women the country over— Division of International Shoe Company, St. Louis, Mo. 


Made ty ebmericas Largest Shoemakers 





HELP UNCLE SAM! BUY UNITED STATES WAR BONDS AND STAMPS 
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KEEP S2aches CLEAN 


Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 





also mat down the hair or bris- 
tles causing them to cut against 
each other. 


ed at least twice a day. 


USE ALL OF THE S2aek 


2 00 


AAD TH Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


TAKE GOOD CARE OF WHAT YOU HAVE 


WHY CONSERVE? 
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KEEP THE LAGHT OF 


We take our public servants too much for granted—we also take shoe 
service too much for granted. 


Some 291,000 persons are carriers and handlers of the mail. To collect. 
sort and deliver twenty-eight trillion pieces of mail requires a tremendous 
amount of walking. So you see—good shoes are essential to mailmen in 
4000 post offices and 33,000 rural routes. Extraordinary service is re- 
quired to deliver the mail—and extraordinary attention to shoes and their RRERDO RAING 
fitfing is the requisite that qualifies JOHNSONIAN for the service it must | 
wader. Every po:r bears the name JOHNSONIAN and is tied up in no- te 
ional cooperative advertising through window and trade name publicity B WT i W, 11 Be ne { 5 


“4@ feam work by thousands of merchants ...to make the name famous. 

















IQHNSONIAN DIVISIO Smiean k te N.Y. © $T. LOUIS, MO. 
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/FREEDOM FROM FOOT TROUBLES IS ESSENTIAL ON 













SAYS ARTHUR L. FUNK 


NORTH AMERICAN AVIATION WORKER 
















WRIGHT ARCH PRESERVERS HELP 
HIM FORGET HIS FEET AND CONCENTRATE ON 
IMPORTANT PRECISION WORK... 


Avnur L. Funk runs a centerless grinder at the giant North American Aviation plant 
in Inglewood, California. But even though this is a manual operation, he gets plenty 


of footwork during his ten hours of work a day, six days a week. 


“Concentrating on precision work,” says Mr. Funk, “I must be able to forget my feet 
entirely. And that’s just what I do now that I’m wearing Wright Arch Preserver S 
They keep my mind on my job and off my feet. Many of my fellow-workers here 
that Wright Arch Preservers keep production hours free from foot troubles. We're | 
grateful to these shoes and to the efficient staff at Gude’s, where most of us bo 


them.” 


And Gude’s, Los Angeles, is proud of the help it is giving American defense work 
men, with Wright Arch Preserver Shoes. There is plenty of evidence that good news 
travels fast on the assembly line. One satisfied customer like Arthur Funk makes I 

f 


night <tutillins quell titans Bite thin viens tn cutwentn'tes Weight ‘Ante Presenvens. 
Arch Preserver Sécc 








IN MY WAR JOB” 


WDE'S, LOS ANGELES, IS PROVIDING FOOT COMFORT 
OR MANY VITAL WORKERS IN WAR INDUSTRIES 


Harold E. Robbins, salesman at Gude’s, Los Angeles, explains to Arthur Funk these four exclusive 
features of Wright Arch Preserver Shoes; 1. steel arch bridge; 2. metatarsal raise; 3. flat forepart, 
crosswise; 4, correct arch fitting. 


E. T. WRIGHT & COMPANY, Inc., Rockland, 





Precision grinding calls é 
a keen eye and a sure han 
Arthur L. Funk finds Wrig 
Arch Preserver Shoes esse 
tial to this job because th: 
keep his mind free of fo 
aches and pains, in spite d 
the strain of long days. 








Through the inventive skill of war-wise American shoe- 
makers, tanners, and supply houses in developing less 
critical materials or processes, the production of well- 
made civilian shoes has continued apart from the con- 
servation of all basic supplies for military needs. Though 
the furbelows of high-styling have gone, Americans of 
all ages are toddling — striding — marching toward Vic- 
tory in leather shoes still structurally built with sound 
thread and nails, good counters and box toes — shoes 
that are emblems of our unconquered freedom and our 
resourceful economy. 


Feet bandaged in rags — eternal symbol of a con- 
quered people. Even the garment of Hunger gauntly 
worn in the stare of sunken eyes, in pallid flesh, and 
wasted body is prouder dress than unshod feet . . . 


cold... aching... raw. 


BECKWITH 


DOVER - NEW HAMPSHIRE 


Serving — with twenty-six production materials out of a 
peacetime thirty — the box toe requirements of a great 
American essential industry. Serving also — in all labora- 


tories — experimental projects for military and civilian de 
fense materials and through *Victory Plastics Company, 
important ordnance needs of the war effort. 
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Quality stores from coast to 


coast report so great a demand 


for Edwin Clapp shoes that the supply 


has been far behind the demand 
This ad appears in October ESQUIRE 
to explain the situation to 


your customers 
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CAQUULLE 


September |, 1943 
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The boy who galloped over the fields on Star’s back now rides a clanking tank in 
far off lands. And back home his girl works faithfully at a job that will help bring 


that boy back again. 


Nothing must interfere with the job of winning this war—which is why we aren’t making 


riding boots just now. Hard as it is to admit it, they aren’t one bit essential to the war 


effort. So we’re making leather goods for the Army, and we’re proud to be 
doing it. Just the same, when the time comes, we’ll get back to our lasts in 


a hurry . . . making riding boots of the finest kind for Jim, his girl and you. 





FOREMOST AFOOT QP=9M AND ASTRIDE 


COLT-CROMWELL 


BOSTOW - MASSACHUSETTS 
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This is one of a series of 
National Advertisements 
appearing in 
MADEMOISELLE - GLAMOUR 
TOWN and COUNTRY - ESQUIRE 


eS 
Other Colt Items: 
* OFFICERS’ SHOES - WAC BAGS 


* JODHPUR BOOTS - MOCCASINS 
*SAM BROWNE BELTS 


September |, 1943 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE AMERICAN FAMILY 


IS THE NEW POSTS EDITORIAL TARGET 
—and wcte hilling lhe mark! 


“When we speak of increasing readership among women and 
young people in the new Post, we have no thought of making 
the Post less attractive for men. We merely mean we have 
chosen as our target the average, intelligent American family.” 


Ben Hibbs EDITOR 
MEET A TYPICAL POST FAMILY AND SEE WHAT HAS HAPPENED! 


BETTY J. Daughter, Age 18 
It doesn’t take jive and jazz to 
make a Post reader of Betty. 





MRS. J. Wife and Mother, Age 39 
She’s typical of millions of 
women who read the new Post. 





Today—more than ever before 
—her reading tastes cross her 
husband’s. She’s got to be in- 
formed. And she still loves 
good fiction and good humor. 
Through editorial research— 
we're finding new ways to win 
more of her time to the Post— 
and yet win more of her hus- 
band’s time. 





She's in the age group under 
30 that has accorded the new 
Post its.biggest cheer for edi- 
torial hits. Betty is living in a 
new world—a world of intelli- 
gent, sharp-minded youth. The 
new Post is meeting the new 
viewpoint of youth squarely 
and sensibly. 


EDITORIAL HITS IN THE NEW POST 
AMONG WOMEN READERS IN ALL AGE 
GROUPS HAVE INCREASED 50% 


EDITORIAL HITS IN THE NEW POST 
AMONG YOUNGER READERS 
HAVE INCREASED 63% 






™ 





JIM J. Husband and Father, Age 43 


The new Post is everything 
Jim wants in a magazine. Au- 
thoritative information from 
the war’s hottest spots—from 
inside Washington — national 
and international affairs — 
sports, hard-hitting fiction for 
a man—humor and cartoons. 
And while Jim's wife votes 
an increase of 50% in edito- 
rial hits— Jim goes one better. 





UM J., IR. Son, Age 16 


Jim, Jr. is one of the younger 
men in the age group under 
30 who surprises his elders 
these days with an amazing 
knowledge of national ana 
world happenings. He’s read- 
ing the new Post because it 
treats him like the man he 
knows he is in these days of 
young men of great age. 


EDITORIAL HITS IN THE NEW POST 
AMONG MEN READERS IN ALL AGE 
GROUPS HAVE INCREASED 52% 

















EDITORIAL HITS IN THE NEW POST 
AMONG YOUNGER READERS 
HAVE INCREASED 63% 


N editorial hit is a story or article which is completely read by an excep- 
tionally high percentage of the Post audience. In 1941, .a standard was 
established for measuring editorial hits. A story becomes an editorial hit ' 
when reader research proves it has exceeded this standard in any age group 
or in either sex. In the issues checked for readership in 1943, the new 
Saturday Evening Post shows the following increase in editorial hits over 1941. 


» 63% MORE HITS 23% MORE HITS 
IN THE AGE GROUP UNDER 30 IN THE 45 AND OVER GROUP 


50% MORE HITS 
AMONG WOMEN 


48% MORE HITS 48% MORE HITS 52% MORE HITS 
IN THE 30-44 AGE GROUP IN ALL AGES AMONG MEN 


From women—from youth—from people of all ages and both sexes—the verdict is unmistakable. 


PEOPLE LIKE THE NEW SATURDAY EVENING POST 


September 1, 1943 TT 
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Annual Report to MANUFACTURERS 
from ALLIED STORES CORPORATION 





(61 ALLIED 
STORES 


—a merchandising high- 
way that runs through 21 
States from border to bor- 
der — coast fo coast. 

While additional units are 
opened from time to time 
the great bulk of ‘Allied’s 
sales volume is obtained 


*\ 








in stores which were well- 
established in their re- 
spective communities in 
the N Century. 


What Are They? 


hundred people are em- 
ployed regularly. An 
additional six thousand 


are employed in peak 
periods such as the 
Christmas season. 


What Do They Offer 
to Merchandise 
Resources? 


Traffic-wise, Allied de- 
livers a consumer circula- 
tion greater than any 
magazine in America. 
Goods in Allied Stores are 


ers purchase approxi- 

fifty-nine million 
dollars annually from the 
Company's stores on a 
regular charge account 
basis, while one hundred 


Allied Stores Corporation endeavors to maintain 
and improve customer acceptance and profit possi- 
bilities of the individual stores by making sure of 
the existence and effectiveness of capable and ade- 
quate management and by bringing to each unit the 
advantages of financial strength and the best of the 
most modern merchandising, promotional, and 
operating methods. 


The executive personnel of an individual store 
owned by Allied Stores Corporation is very similar 
as to number, caliber, and function to that of inde- 
pendently owned and operated department stores 
of like size and character. The form of organization 
is usually changed but little, if any, when an inde- 
pendently owned and operated store is acquired by 
Allied Stores Corporation. Activities of the central 








PRINCIPLES of OPERATION 


In general, the merchandise and promotional appeal of stores controlled by Allied Stores Corpo- 
ration is the same as before they were acquired. Effort is directed to intensifying and increasing 
the effectiveness of each individual store in accordance with its established character rather than 
to change this appeal and character in order to standardize as between stores. The importance of 
treating each store as a separate and distinct unit with characteristics and problems peculiar to 


itself is stressed in the management and operations of the Company. 


INDIVIDUAL STORE CHARACTER OUR PRIMARY CONSIDERATION 


organization are directed toward making the efforts 
of the individual store executives more effective 
rather than to minimizing the need for them. 


The officers of Allied Stores Corporation work with 
the executives of the stores in the formulation of 
what appear to be the soundest policies, plans, and 
programs in regard to customer appeal, merchandise 
assortment, plant and equipment, personnel, ete. 
In formulating such policies, plans, and programs, 
the characteristics of that store as reflected by its 
history and the needs of its community receive pri- 
mary consideration. The execution of such policies, 
plans, and programs is the responsibility of the 
chief operating executives of that particular store, 
subject to such check by officers of Allied Stores 
Corporation. as is necessary to assure their con- 
tinuance and effectiveness. 




















Se 
customers deferred 
payment accounts. Excerpt from the Annual Report by B. Earl Puckett, President 
os 
NET SALES PROFITS PROFIT PER SHARE NET ASSETS 
Profit Before _Provisio Profit per Profit per arvent 
Increase Federal Taxes for : Consolidated fA Ss —— 
1942 ..... $170,828166 125% | | arene cae ier oc Stock Stock 1942 ...... $39,613,586 
1941 ....... 151,808,858 25.2 2 .... $14,181,428 $8,500,000 $5,681,428 | | roo $24.47 | pega : 
1940 ...... 121,270,682 tom, | | It 9494258 4,200,000 5.294258 | | tog “as aa? OE me 
— y % | | 1940 ..... 5,353,129 1,355,000 3,998,129 | | jo49 1757 157 1940 ........ 28,695,527 
1939 ....... 112,122,354 8.6% 1939 ..... “4,155,585 720,000 3,435,585 1939 .. 15.01 1.26 27,317,699 
1938 ....... 103,243,425 .......... 1938... 2,758,720 525,000 2,233,720 1938... 9.63 59 1938 ........ 27,845,922 














ALLIED STORES CORPORATION 


The Country’s Largest Department Store Company 
1440 BROADWAY, NEW YORK CITY 


ALLIED PURCHASING CORPORATION is the subsidiary which operates as the central buying and service organization for all 61 stores. .. 
1440 Broadway, New York City; Merchandise Mart, Chicago 
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AM EE of men’s fine shoes can be justly 
proud of the national trend toward better footwear. 


It is most gratifying to us, as a member of the small 





the finest quality for almost one hundred years. Some- 


times the going has been hard, but we are now more 


convinced than ever, that there will always be a de- 





rs group of manufacturers of men’s high grade shoes, that mand for the best in a country such as ours, where 
aoa appreciation of our product is today reaching new heights. initiative and excellence of performance have always 
13,586 Johnston & Murphy has been making men’s shoes of been recognized. 
65,413 
95,527 
17,699 JOHNSTON & MURPHY, 40-54 LINCOLN STREET, NEWARK, NEW JERSEY 
45,922 
—$<——> 

FINE SHOES SINCE 1850 








September 1, 1943 
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From all 


TY f} ANGLES- 


A lot of feet 





262 million of them in U. S. A. alone! 


Piaced end to end they would make a line more 
than 38,000 miles long—over once and a half 
around the globe at the equator. Think of the 








amount of Upper Leather and Sole Leather it takes 
to make shoes for these feet. 





Today, millons of humans walk, work, and play, 
in comfort because their shoes have been made over 











lasts designed and produced our way. 


UNITED LAST COMPANY 
“Fyt-Foremost Lasts”’ 
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Spotlights the Sales-building _ 








Beauty in Your Shoe of se aa 






In this day of severely simple pat- 








terns, the appearance of the shoes you 


sell depends largely on the leather. As JR 






a result, Norwegian Calf — with its hand- 












some hand-boarded grain and rich, warm 












. . . . ¢S % 
colors — is proving its sales magnetism all ae 
over again to many a successful shoe merchant. Be 

And today’s active men and women are proving > 
| Te 

anew the healthful comfort of this soft-and-supple ag 

. macy 

vegetable tannage. It’s lasting comfort, too. The soft- el 







ness remains for the life of the shoe, despite repeated 






wettings and dryings. om 









Let this famous leather help build your 
sales and your standing, year in and | 
year out... Check the Gallun num- 


bers in your next order to a 






leading manufacturer. 
... A. F. Gallun & 
Sons Cor poration, 

Milwaukee, Wis. 
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VT RORITY 


IN THE SHOE BUSINESS 

















Recently, Mr. Frank yhairn 

our company wrote the above Sater-o! pum. 
Intended only for our salesmen, we at Roberts, Johnson & 
Rand, believe you would like to read it for what it truly is 
-+.an unstaged, sincere expression of our company’s policy. 
Even though it is taken from a mimeographed memo, we 
know it expresses Company principles as definitely as though 
it were cast in bronze. 

To you, our customers, could anything be more important 
than to know you're doing business with a firm of un- 
questioned integrity? 


Ketel olson s {tad 





NAL SHOE COMPANY ST. LOUIS 
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Lu lelgelaclismetslelem al ta aad, | 
by Newton Elkin Shoe Co 


New Castle Division Allied Kid Company 


100 Gold Street. New York City 
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IN BROWN GLAZED KID #25 TOWN BROWN SUPER CRUSHED # t 


ARMY RUSSET GLAZED KID #28 ARMY RUSSET SUPER CRUSHED #28 


yUDGE IT By 


Chevex allen 


ITs USERS 


cNEELY DIVISIO 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA. 
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WALK: OVER 


Quality Shoes 


DEALER RELATIONSHIPS 


PERMANENT 


MASS. 


KEITH COMPANY, BROCKTON 63, 


GEO. 


19 





FLEXIBLE e e e With a velvety surface that cushions 


the shocks. Pliant and springy as the foot itself. 


INSULATED e e e Heat and cold resisting—will not 


draw the feet. 


WATERPROOF. e e They keep the feet dry and 


protect health in all seasons. 


LONGER-WEARING . . . sericeatie ona 


comfortable for walking and working. 











eo} Hi -77-4 
HEELS 


= pcientific research in our own laboratories has brought this blend of carefully selectea 
= materials, chemically compounded in a way to give the maximum of comfort, service 


and long wear. 
Timely for today’s shoes when America’s millions are on the march to work — and to 


better health. Manufactured by Avon Sole Company .. . leaders for thirty years in 
producing soles for shoes of the highest grade. 


AVON SOLE COMPANY ° AVON * MASS. 



















IMPORTANT is the 
news that Florsheim Shoes for Women 
are backed this Fall with a broader na- 


tional advertising schedule than ever, 


MUCH MORE IMPORTANT 
is the fact that every War Bond 


bought brings Victory nearer! 


Buy more War Bonds now! 
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i Florsheim ad from LIFE, \ it. 


on the newsstands Aug. 6 
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“HOLD THE LINE” is the battle 
cry on the home front, while 
“Smash the Line” is the signal at 
all battle stations. Remember, you 
are entering this Fall season as a 
militant merchant, because the 
mood of the war has changed. If 
you are going to walk along with 
the fighters, down the Road of Vic- 
tory, it has got to be with a spirit 
to win, not with a sour-puss and a 
whine in your voice. America is on 
the march; and make no mistake 
about it—every man, woman and 
child is in the movement, because 
this time the battle is real! 

What does it mean to hold the 
line? Well, you must have heard 
the voice of James F. Byrnes, War 
Mobilization Director and the voice 
of authority, on your business and 
its conduct. He said in no unmis- 
takable terms: 


— S$ 








“We cannot abandon the hold- 
the-line order on the price front 
without abandoning it on the wage 
front. And if we abandon it on both 
fronts, the 20,000,000 or more of 
our people receiving low wages, 
small salaries and small fixed in- 
comes which have not been in- 
creased materially since the war 
started, will be ground down below 
the level of fair subsistence. . . . 
But wages as well as prices must 
beheld. The fight against inflation 
tan be won if we have the will to 
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It cannot be won if the 
will for higher wages and higher 
prices is stronger than the will to 
keep down the cost-of-living.” 


win it. 


Chester Bowles, General Man- 


ager of the Office of Price Admin- 
istration, said: “The cost of living 
will be cut back to approximately 
the hold-the-line level of Sept. 15, 
1942, before many 


weeks have 





passed. This fight is to protect you 
and your neighbors against the 
menace of higher living costs. Plans, 
which are now under consideration 
in the OPA, will reduce the cost of 
living still further.” 

Merchant, you are a soldier— 
whether you know it or not—and 
you are in command in your store. 
You’ve got to see to it that every 
fitting stool is a battle station 
where you are holding the line. 


* * aa 


ARTHUR WEBSTER of A. L. 
Webster & Company, brokers in 
hides and skins in Chicago, IIL, 
says: 

“For nearly two years, since our 
entry into active warfare, the pack- 
ing, tanning and shoe manufactur- 
ing industries have demonstrated 
that without plant expansion, they 
have been able to meet demands put 
upon them. Shoes cannot be made 
without leather nor leather without 
hides and skins. If the raw stock is 
not available, fault can only be 








placed with those in authority who 
have made regulations that inter- 
fere with normal law of supply and 
demand. Tanners’ capacity is not 
taxed with present supplies and un- 
der present conditions, demand con- 
tinues for hides and skins far in 
excess of supply.” 


om om of 


PRENTISS M. BROWN, Adminis. 
trator of the Office of Price Admin- 
istration, wrote to Maxwell Field 
of the New England Shoe and 
Leather Association: 

“We do not believe that anyone need 
be unduly alarmed over the temporary 
reduction in cattle slaughter which ex- 
isted during the past few weeks. Ex- 
perts have estimated that we have the 
largest cattle population in the history 
of this country. There are no less than 
ten million head of cattle more than the 
average cattle population which existed 
during the past ten years. Therefore, it 
would seem that our potential meat and 
leather supply is adequate. 








“There has been considerable discus- 
sion in Congress about increasing corn 
prices and increasing livestock prices. 
Naturally, livestock producers were re- 
luctant to ship their cattle to market 
since they felt that they would profit by 
withholding their cattle until the in- 
creased prices went into effect. Since 
the President has so clearly stated in his 
‘Hold-the Line’ order (Executive Oder 
No. 9328) that he does not favor any in- 
crease in prices of cost of living com- 
modities, it is apparent that the Office of 
Price Administration must insist that no 
increase in cattle prices be authorized. 
We have tried to dispel the idea that 
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cattle prices would be permitted to reach 
higher levels and, consequently, cattle 
feeders should start moving their cattle 
to market in the very near future. The 
grass in the western part of the country 
was particularly good this year and many 
range operators have been trying to get 
the maximum weight on their animals by 
grass feeding and therefore have with- 
held their cattle from market. We have 
received information indicating that some 
of the western range grass is starting to 
dry up and, consequently, there should be 
an accelerated movement of cattle to 
market. As a matter of fact, a report by 
E. G. James Company, Chicago, Illinois, 
indicates that cattle receipts at ten mar- 
kets for the week ending July 17, 1943, 
were about 41 per cent higher than dur- 
ing the preceding week and about 15% 
per cent higher than the corresponding 
week of last year. This represents a con- 
siderable improvement over the slaughter 
during the past few weeks. It is reason- 
able to expect that cattle slaughter will 
increase continuously until the peak 
slaughter season is reached this Fall. We 
feel confident that in the very near future 
there will be a sufficient number of.cattle 
slaughtered to relieve the beef shortage 
which has existed during the past few 
weeks and to replenish the- depleted 
leather stocks in this country.” 





DOLLAR DAY was a great Ameri- 
can institution. It usually appeared 
some time during the Fall months 
and was made sort of a merchan- 
dising holiday—giving the public 
the most for the money through 
cleaning up stocks and the purchase 
of items that were “loss leaders” 
insofar as shoes were concerned, at 
a dollar. 

Recently, the Retail Merchants 
Bureau of the Binghamton Cham- 
ber of Commerce decided to aban- 
don this 18-year-old semi-annual, 
city-wide event because the govern- 
ment requests it; and through a 
large cooperative ad said: 


“NO DOLLAR DAY IN AU- 
GUST. Dollar Day has been great 
in the past. Dollar Day will be 
great again in the future. . . . But 
we'll have to forget it this year and 
get on with the war. Members of 
the Retail Merchants Bureau, in 
common with merchants throughout 
the nation, also are glad to cooper- 
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MONEY IN MOTION 


MONEY ‘ 








—Money in motion, or circulation, 
is oftentimes a good indicator of 
the financial health of a nation. 

—But when there is more money in 
the jeans of the people than there 
are things to buy with that 
money, we cross the danger line 
of inflation. 

—Today we have in circulation, in 
this country, the unprecedented 
total df 17 billion dollars . . . 

—In the previous war only 5 bil- 
lion... 

—And with such a big percentage 
of our production going into 
military supplies, there just isn't 
enough civilian goods to go 
around. 

—All of which means that the dol- 
lar is bidding for goods; the old 
law of demand and supply is in 
action; and inflation is the result. 

—Too much money too quick in the 
popular purse is always fraught 
with danger. 

—lIt may well be that the new pay- 
as-you-go measure may check 
this tendency. ¢ 

—At any rate, we don't want in- 
flation of the European variety 
in this country of ours. 


President 





ate with the OCR and WPB. 
“MERCHANTS HAVE AGREED 
TO: (a) Eliminate the word ‘Sale’ 
from all advertising except clear- 
ance. (b) Eliminate the use of com- 
parative price advertising unless the 
merchandise is definitely reduced 
from stock for clearance. (c) Elim- 
inate the use of the term ‘Special 
Values.’ (d) Eliminate the practice 
of all so-called ‘scare’ advertising 
such as the statement . . . ‘No more 
to be had when these are gone.’ 
(e) Eliminate the ‘Buy Now’ appeal. 
“HERE IS WHAT YOU, THE 








CUSTOMER CAN DO: (a) Buy 
only what you need, and only when 
you need it. Conserve in order to 
make what you have last longer. 
(b) Invest as much of your money 
as can be made available into War 
Bonds and Stamps on pay day, 
every pay day. 

“REMEMBER — NO DOLLAR 
DAY THIS MONTH.” 


* * * 


G. ELMER JOHNSTON, Director 
of the Canadian National Shoe Re- 
tail Administration, in an address 
before that group, suggested: 
“Don’t worry too much if your 
inventory goes down a bit on cer- 
tain things, as long as it is on the 
right things. Let us make our stock 
work. There is no reason whatever 
why, at the end of 1943, the shoe 
trade should not be able to show 
an inventory position of which we 
might all be proud. Let us work 
harder on our shelves from now on. 








Let us sell Summer shoes in the 
Summertime. Let us keep the odds 
and ends moving out. There can be 
no doubt that the present affords a 
great opportunity for putting a stock 
in good shape—and that to the ad- 
vantage of the consuming public. 

“The shoe trade has a job and 
responsibility toward the commu- 
nity at this time. If quotas are pro- 
vided for you that you don’t need, 
don’t buy those shoes, and with the 
quotas that you do need, buy your 
shoes more carefully than ever be- 
fore, with a view to taking care of 
essential needs, instead of catering 
to the whims of the public with mer- 
chandise that represents a waste of 
manpower and material and may 
possibly represent potential losses 
in the days to come.” 


* * * 


MAXEY JARMAN, president of 
the General Shoe Corporation of 
Nashville, Tenn., has accepted the 
designation of Honorary Vice 
Chairman of National Bible Week 


for 1943, representing the Shoe In- 
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dustry. National Bible Week will 
be observed from October 11 
through 17, inclusive. Its founders 
and sponsors are the Laymen’s Na- 
tional Committee, a non-profit, non- 
sectarian organization, created for 
the purpose of stimulating a more 
sober realization of the important 
part religion played in the creation 
of our Government, and how vital 
it is today to every man, woman 
and child, Protestant, Catholic and 
Jew alike, if liberty and justice un- 
der God is to be preserved. 

Mr. Jarman, in accepting the des- 
ignation of Honorary Vice-Chair- 
man, said: “In my estimation, turn- 
ing people’s attention to the Scrip- 
tures once a year, making them 
Bible-conscious, so to speak, is a 
long step toward bringing about a 
consciousness of God, a sence of de- 
cency, without which liberty cannot 
hope to survive.” 


- a * 


CHARLES A. EATON COMPANY 
of Brockton, Mass., will pass the 
3,500,000 pairs mark in October, 
in their manufacturing for the U. S. 
armed forces. C. Chester Eaton, 
president of the company, says: 

“I suppose we could have made 
some kind of prestige pat on the 
back, but there’s only one thing we 
have done during this period which 
I feel we should really celebrate— 
and that’s just what we're going to 
do. 

“You know, this isn’t the first 
time we've gone to town for the 
Army. We gave them everything 
we had in the last war, and when 
the totals were added up, we be- 
lieve we were probably the largest 
single Army shoe maker. That gave 
us some valuable experience. The 
minute we saw that Hitler was seri- 
ous in trying to pick up where the 
Kaiser left off, we set up a whole 
new factory, completely separate 
from our civilian factory, hired a 
superintendent and other necessary 
executives. By the time Pearl Har- 
bor arrived, we were turning out 
Army shoes at full speed. But that 
isn’t what we are going to celebrate. 
That was merely the kind of things 
that free enterprise can do in this 
country. 

“We have taken good care of our 
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regular customers, too. Our civil- 
ian production is just about double 
what it was in 1940, in addition to 
the three odd millions of pairs of 
Army shoes we have made. That’s 
what we are going to celebrate!” 


ELMER J. BLISS, chairman of the 
board of the Regal Shoe Company, 
Whitman, Mass., completes fifty 
years in the shoe business on Sep- 
tember 1. He opened a small shoe 
store on Church Green, Boston, in 
1893 and the enterprise has grown 
to its present national importance 
in stores the country over. 

For this Golden Shoe Anniver- 
sary congratulations are pouring in 
from the trade and from men in 
public life who have worked with 
Mr. Bliss over the years. Few men 
have had so well rounded a life- 
time of service. He early started a 
study of shoe sizes and made it so 
much of his business thinking that 
his stores became famous for their 
fitting machines, their size charts, 
etc., and you may remember that in 
World War I Elmer J. Bliss was 
cited for extraordinary service 
through incorporating standards of 
size runs for Army shoes. 

By an amazing coincidence of 
time, his son, Elmer J. Bliss, Jr., is 
carrying on the tradition of sizes 
and service in the Quartermasters 
Department in Washington during 
this war. 

Mr. Bliss has been president of 


the Boston Chamber of Commerce, 





a famous yachtsman, winner of the 
Bermuda Race and Commodore of 
the Edgartown Yacht Club in 
Martha’s Vineyard. 

So, if in his numerous pilgrim- 
ages he visited you—and this ap- 
plies to merchant subscribers the 
world over—you will join with us 
in wishing him continued health 
and acti~ity. 
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SERVICE MEASURES SUCCESS 


It isn’t the cut of the clothes that you 
wear, 
Nor the stuff out of which they are 
made, 
Though chosen with taste and fastidious 
care, 
And it isn’t the price that you paid. 
. * * 
It isn’t the size of your pile in the bank, 
Nor the number of acres you own, 
It isn’t a question of prestige or rank, 
Nor of sinew, muscle or bone. 
* * > 
But he who makes somebody happy each 
day, 
And he who gives heed to distress, 
Will find satisfaction the richest of pay 
For it’s service that measures success. 
—Earl W. Jones, Manager's Magazine. 


MR. and Mrs. Louis J. Rockmore 
of the Wavershoe Trimming Co., 
Inc., New York City, have given to 
the United States Marine Corps, 
through headquarters in Washing- 
ton, D. C., an ambulance in honor 
of their two sons, Major Martin F. 
Rockmore and First Lt. Clayton S. 
Rockmore, both in the United States 
Marine Corps. 





“Lucky man! They say she's got fifteen pairs of pre-rationed shoes in her hope chest.” 
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PA Asks Four-Day Clinic 
At Industry War Conference 


Arrangements Are Being Made to Hold Clinic at Morri- 
son Hotel, Chicago, November 1, 2, 3, and 4 W. W. 
Stephenson, Rationing Executive, and Harold R. Quimby 
to Plan Program and Direct Activities of Sessions. 


W. W. STEPHENSON 


RECOGNIZING the importance of the Shoe Industry 
War Conference and Market Week, to be held in Chi- 
cago, November 1, 2, 3, 4, 1943, the Joint Committee 
of the National Shoe Fair has announced that the Office 
of Price Administration has asked that arrangements 
be made for a four-day clinic to be conducted on the 
above dates by the Footwear Rationing Branch of OPA. 

W. W. Stephenson, Rationing Executive of the Foot- 
wear Rationing Branch of OPA, will head a large and 
impressive staff including Harold R. Quimby, his able 
assistant, who will plan the program and direct activities 
of the four-day clinic sessions. 
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Assisting at the clinic, in addition to the two above- 
mentioned executives who will come from Washington 
are: Miss Margaret Cunningham, Legal Department; 
Miss Florine Maher, Trade Procedure, District and 
Local Board Procedure; Perham C. Nahl, Reporting 
and Inventory; and Joseph B. Charde, Operating Pro- 
cedure at Retail Level. 

With this array of informed specialists from OPA 
participating in the Shoe Industry War Conference and 
Market Week, hundreds of merchants from everywhere 
will, for the first time, be permitted to discuss the many 
intricate problems relating to the rationing orders, with 
which all retailers both large and small are constantly 
being confronted. 

While shoe rationing regulations and amendments to 
the orders undoubtedly are widely publicized, the inter- 
pretation of the language and its application to the im- 
mediate problem of the individual store, frequently 
leaves unanswered many questions in the minds of the 


shoe men. 


WITH the large staff of trained representatives from 
the Footwear Rationing Branch in attendance to discuss 
and explain all orders and amendments as well as pro- 
cedure and compliance, visiting shoe men will take 
advantage of the occasion offered during the four-day 
clinic to acquaint themselves with all provisions of the 
shoe regulations. 

OPA Shoe Rationing officials will be privileged to 
meet hundreds of merchants and learn from them some 
of the difficulties encountered in their efforts to comply 
with the many rationales issued by the Footwear Ration- 
ing Branch of OPA. The rationing executives, it is 
believed, will be interested in hearing the merchants’ 
views as to the practical application of the orders in 
actual retail shoe store operations. 

This OPA Clinic conducted by the Footwear Ration- 
ing Branch, in connection with Shoe Industry War 
Conference and Market Week, serves as a valuable 
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ESSENTIAL WORK IS WAR WORK 


Women who replace men in necessary civilian 
jobs are serving their country in total war, 
even while they serve industry and advance 
themselves. These women are helping to make 
the new synthetic rubber footwear from buna 
S$ at a plant of the United States Rubber Co. 











=~ 


This girl was photographed at the I. Miller factory working at the 
roughing machine. This operation was formerly done only by men, 
but, since it does not require any physical, only delicate, expert 
handling, it can be equally well done by women. This girl worked 
carefully and easily and was turning out good work. 


Heel nailing is another man’s job now being done by 
women. The hands of Jule Masek at the Boyd-Welsh {ac- 
tory, St. Louis, are shown here performing this operation. 
Note how strong and capable they appear. This factory is 
of the opinion that women can do all the work in a shoe 
factory, excepting work requiring unusual strength. 





Viwy 


Left: Shoe factories have 
been converted to many 
wartime products. These 
men and women, in the 
new work room atop the 
I. Miller factory at Long 
: r Island City. are stitching 
' bullet - proof vests for 

pilots and co - pilot:. 


2» 


Right: Stitching is tradi- 
tional work for women 
workers in shoe factories. 
Now, more than ever, 
their skill is essential for 
turning out the millions 
of pairs of shoes needed 
hy civilians and the 
armed forces. These 
women are making shoes 
for United Nations fight- 
ing men at the Shelby 


factory at Salem, Mass. a 


Plenty Is Being Told About Women Working in War 
Plants and Shipyards, But Little or Nothing Has 
Been Said About Women in the Essential Industry 


of Shoemaking. Filling in the Ranks Left Vacant 
es es by Men These Women on the Home Front Are 
Also Making a Vital Contribution to Victory. 


J 


~ | 


Managing clicking ma- 
chines was men’s work 
until the war. Now 
women are successfully 
handling them as shown 
in this picture taken at 
the I. Miller factory. 
Girls who stand up well 
under the monotony of 
this operation are chosen. 
Girls with less stamina 
and patience are given 
other kinds of work. 


p: Shank tacking ... once a man’s job 
». is being done here by Josephine Pfeiffer 
of the Boyd-Welsh factory at St. Louis. 


Above: This girl at the I. Miller factory is putting cement 

on the sole. Not a hard job, but a very untidy one and 

formerly given to men. The girl frequently wipes her 
hands on the cloth shown here. 





TRAINING PROGRAM Teaches 





IN San .Francisco, The Emporium has demonstrated 
indisputably that women can sell shoes—successfully— 
and even though they have had no previous experience. 
But this is neither accident nor coincidence. The Em- 
porium trains its women thoroughly in shoe merchan- 
dising before they ever make a sale. 

The training program is directed by M. C. Fitzgerald, 


M. C. FITZGERALD . 


we 
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Instructor Fitzgerald 
watches student fitting 
student-customer. The 
“customer's” old shoes 
have been placed 
where there is no 
danger of either cus- 
tomer or saleswoman 
stepping on them. 
The student saleswo- 
man has only two 
models besides the 


one on the foot. 


service representative for the Emporium’s shoe depart 
ments, and Fitzgerald is justifiably proud of the prog 
ress the Emporium has made in replacing men with 
women in the various departments selling shoes. 

“The remarkable thing about our shoe business,” Mr. 
Fitzgerald said, “is that we have shown an increase in 
sales; yet returns and exchanges have been no greater.” 

Women have supplanted men in all departments ex- 
cept men’s shoes. There, middle-aged and elderly shoe 
salesmen are employed exclusively. In the entire store, 
only nine men sell shoes. The rest of the shoe business 
is handled by women. 

Mr. Fitzgerald has been at the Emporium for eight 
vears. Behind him is a lifetime of experience as a shoe 
merchandiser and merchandising instructor. For several 
years he conducted a class at the California School of 
Chiropody and later taught shoe salesmanship in the 
San Francisco public schools under a federal program 
for distributive education. 

Born in Nova Scotia, Mr. Fitzgerald learned the rudi- 
ments of shoe merchandising in his father’s shoe store. 
Most of his life, however, has been spent on the Pacific 
Coast. Before joining the Emporium, he was in charge 
of the Arch Preserver department of the Sommer-Kauf- 
mann department store in San Francisco. 

Applicants for training in shoe merchandising at the 
Emporium are selected carefully from the store’s large 
personnel, Sales ability in other lines, progressiveness 
and general aptitude determine who shall be a candi- 
date. 

A typical class of trainees is one Mr. Fitzgerald has 
now. There are fourteen young women in the group. 
They attend classes for twenty hours. Their classwork 
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WOMEN HOW to Sell SHOES © 


San Francisco's Emporium, Hit by Loss of Regular 
Salesmen, Establishes School in Which Women Are | 
Taught Both the Theory and Practice of Selling and 



















Fitting ... Basic Subjects Are Foot Anatomy, Foot tf 
Types, Shoe Materials, Shoe Parts, and Shoe Construc- 
tion . . . Proof Is That, While Sales Have Increased, 


Returns and Exchanges Have Been No Greater. ; 


begins with a preliminary study of the anatomy of the 
foot, followed by instruction in materials used in mak- 
ing shoes, shoe parts and shoe construction. Trainees 
are taught to recognize foot types at a glance so they 
can ascertain quickly the proper shoe for any particu- 
lar foot. 

Mr. Fitzgerald then conducts a short course in shoe 
salesmanship. Trainees must work out their own cus- 
tomer approach. When they have done this, they prac- 
tice on each other. There is no stereotyped approach 
in this course of study. A student showing originality 
and individualism is marked as one who will do well on 
the floor. 

A large part of the training program calls for demon- 
strations. Shoes to fit all trainees are brought to the 
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Right—Student checks the fit. This “customer” might 
have measured 7 sitting and 8 standing. The student 
then would select 74%. Below—Pointing out the proper 
method of “dramatizing” the merchandise. The student 
on the right is forcing the article on the customer, 
whereas the girl at the left is displaying it correctly. 














Cutting absenteeism by taking the shopping right to the workers. This is one of the War- 
time Shopping Service Outposts, or miniature department stores, which are being set up 


in a number of big New Jersey war plants by 


L. Bamberger & Company of Newark. 


aking the Shoe Store 
To the War Workers 


L. BAMBERGER & Co. are doing a booming business 
in the sale of shoes to war workers, and doing it by 
means of an unusual program that is not only making 
a lot of new friends and considerable additional busi- 
ness but is also piling up a big stock of good will. The 
new development is the Bamberger Wartime Shopping 
Service Outposts, which are serving workers in a dozen 
or more war plants in the Newark area and at the same 
time are helping to keep the workers on the industrial 
front line. 

Taking their merchandise directly to the workers in- 
stead of having the workers take time off to go down- 
town to shop, Bamberger’s have opened miniature de- 
partment stores in the big RCA-Victor and Otis Eleva- 
tor Aeronautical Division plants at Harrison, N. J., and 
are providing personal shopping aid, sample merchan- 
dising, delivery service, deferred payment plans and 
exchange and refund facilities in a number of other 
plants throughout the northern part of the state. Thus 
the store is “first in line” near the payroll window, and 
at the same time is making an important contribution 
toward reducing shopper-absenteeism. 
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Recognition of shoes—work, play and dress—as po- 
tential sale leaders among war workers was one of the 
first developments in making plans for the unique stores. 
At RCA and Otis the shopper can select from a wide 
range of styles and sizes, and in some cases take his 
selection right along with him, or have it delivered to 
home or plant. If there are special fitting problems or 
if the shoes are not in stock at the outposts, fittings 
are taken and selections can be made from samples. 

At the other plants in which the store is installing its 
special services, the war worker makes his or her selec- 
tion from a sample stock or by consultation with a per- 
sonal shopper. Then, if he so chooses, he can arrange 
a charge or deferred payment account and have the 
merchandise delivered within a day or two. 

The “outpost store” idea was first discussed with 
Bamberger’s by Otis officials who offered space in their 
cafeteria, and, when they were satisfied the project 
had passed the experimental stage, they anounced that 
any employee shopping there would be given an extra 
half-hour with pay during lunch period. Otis, RCA- 
Victor and other war plants in which the full-fledged or 
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L. Bamberger & Company, Newark, N. J., Have Devel- 


oped "Wartime Shopping Outposts" Which Go to the War 
Plants in the Vicinity and Provide Employees with an Op- 
portunity to Do Their Shopping without Taking Time Off 
from Work. The Venture Has Been Enthusiastically Re- 
ceived and Is Building Much Good Will for the Store. 





Michael Yamin, executive 

vice - president of Bam- 

berger’s, worked out de- 

tails for elaborate War- 

time Shopping’ Service 

Outposts with nearby war 
plant officials. 


It’s not all play for the 
play shoes sold at New 
Jersey war plants. W omen 
war workers like them for 
work, and in these un- 
usual stores in the plants 
they outsell work and 
dress shoes. 
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limited “outpost stores” have been or are being in- 
stalled, have no inclination to be bothered with setting 
up and maintaining company commissaries and they 
feel that their workers much prefer to shop with a store 
known to them. Then, too, they have pointed out, a 
department store offers fitting, delivery and a number 
of other services and a choice of merchandise that is far 
beyond the scope of the ordinary commissary. 

The outpost store at Otis and RCA-Victor are in 
operation one day a week; on Thursday from 11 A.M. 
to 11 P.M. at Otis, and on Fridays, from 11 to 7 at 
RCA. In each case the operations are handled by the 
specially selected and trained staff. This group, headed 
by Bernard Litbak, department manager for leather 
goods, trunks and luggage working with executive vice- 
president Michael Yamin, consists of Miss Mary Allen, 
who serves as merchandise selector; three cashiers and 
wrappers and twelve in sales help. Stock at each out- 
post store is handled just as though the departments 
were in the corresponding departments at the main 
store. Items are selected on the basis of earlier sales 
experience, moved to the plant on operations days and, 
except for sample displays, returned to the store the 
next day. [TURN TO PAGE 77, PLEASE] 

















































ttractive casual 
hostess clothes, 
is rationed san- 
from Middle- 
town Footwear. 


gq shoc, rationed gypsy 


Good day-ior 
cam slip-on from Crik-Ettcs. 
Sustable for many 
asuajl Fall costumes 
rationed sabot strab 
} from Spring-Ster. 


Look For VALUE In Casual Shoes 


It's Time to Think of Casual Shoes in Terms of Wear and 
Value, Not Just the Number That Can Be Sold Without a 
Ration Coupon. Some Casual Shoes Are Well Worth a 
Coupon, and Women Pay It Willingly. Some Summer Cas- 
uals Have Not Proved Worth Buying Even Without a Cou- 
pon, and These Are the Ones That Have Been Bad Bets. 
But Shoes Like the Ones Shown Here Are Worthwhile. 









THERE’S a clear-cut decision the wise merchant is 
making this Fall in buying casual shoes. And it’s not 

. will these shoes require a ration coupon or are 
they ration free? The question is . . . are these shoes 
worth the money? One large chain tells its method of 
buying unrationed shoes. “We study them and judge 
them on the same basis as a rationed shoe. If they can’t 
stand up to that test of quality, we don’t buy them.” 
Many merchants have not been as far-sighted and the 
result has been a great deal of dissatisfaction. 

Poor constructions and poor soles have both been 
causes of complaints. Use of narrow slipper lasts in- 
stead of correct play shoe lasts has been another reason 
why these hastily constructed shoes have fitted badly 
and worn badly. The major complaint, according to 
one large buying office, is the inferior quality of ad- 





hesives used. 

The temptation to make quantities of cheap play shoes 
has been easy to fall into. Until June 12th no quota 
limit was placed on production of play shoes and later 
such absence of production limit was extended to Sept. 








Left: Rationed casual from 
Cobblers, a good walking 
and working shoe. 





Below: 


slip-on. available 
and brown 
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Unrationed gabardine tic 
carrics over @ popular Summer pat- 
tern, from Fvy Footwear. 


Ist. Retailers were ready to take all they could get. 
Some factories, not equipped to make play shoes or to 
make them in quantity, turned most of their plant over 
to making this type. Now, both manufacturer and re- 
tailer are reaping an unlucky harvest of customer dis- 
satisfaction and returns. 


RETAILERS have been handling the situation in various 
ways. Some have been buying very few unrationed 
play shoes. Others have bought large quantities, but 
from a limited number: of manufacturers. They have 
found one or two satisfactory shoes and have sold, some- 
times, thousands of pairs of just these few styles. One 
of the leading volume department stores of the country 
has refused to pay the “exorbitant” prices charged by 
some play shoe manufacturers. They have done a big 
business in play shoes, too, but their policy has been 
to warn their customers of the poorer wearing qualities 
of these shoes and they have adopted an unusually 
liberal policy on returns. Another store continues to 

[TURN TO PAGE 71, PLEASE] 






Right: Pretty for many day- 
time uses, this pump (ra- 
tioned) from Miller & Bera- 


mann. 


Right: Unrationed gabardine 
in black 


AS 
Mackey. 


from Hylander. 


Left: Practical for town or 
campus is this shearling-lined 
unrationed boot with hemp 

sole from J. 


Photo on opposite tage—-Good all- 
purpose. coat, this fleece-iined model 
in Forstmann’s tmalton cloth made 
like an officer’s bridne coat. 
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The Case of the big 


Departmentized Shoe Store 


THIS is the fifth in our series of studies in shoe retail- 
ing. Previously were the high grade suburban specialty 


shop; the family shoe store in an industrial town; the 
children’s shoe store and the men’s shoe store. 

Now we take up the development of a little men’s 
shoe store started by Albert L. Gude and Jim Barnett in 
1903 to one of the leading institutions in Los Angeles 
and the country. 

Forty years ago the sale of Burt & Packard’s “Korrect 


Shape” shoes was the chief consideration. As related 


merchandise came on the market from time to time, 
Gude’s gradually expanded, until today the business is 
housed in a six-story building in the heart of the better 
business district of Los Angeles. 

One outstanding point learned in the business career 
of Gude’s was the need to broaden the selling appeal. 
The history of Gude’s, like the history of the city itself, 
has been one of continuous expansion in the develop- 
ment of quality merchandise, leadership in styling and 


sincerity of service. In all reality the store has ceased 


Above—The perfume bar on 
the street floor opposite the 
bag, glove and hosiery sections, 
is the latest accessory addition 
which adds considerable sparkle 
to the main floor. It requires 
the services of one girl. 


Left—In a corner of the fourth 

floor is located the Sweater Bar, 

a most important and popular 

part of the sportswear floor. 

Pennants of local colleges dec- 
orate the walls. 














Story of How Gude's in Los Angeles, Developed From a Small 


Men's Shoe Store to a Specialty Shop with Sixteen Departments 


Featuring Merchandise for Women, Makes Fascinating Read- 


ing, and Suggests Interesting Possibilities for Other Stores. 


Broadening the Merchandising Base Was the Means Employed, 
and Good Results Have More Than Justified Its Adoption. 


by HARRY R. TERHUNE 


to be just a shoe store; it has grown to the status of a 
specialty shop of many related accessories, all revolving 
around shoes. 

Studying how other outstanding shoe stores went into 
women’s apparel, two years ago Gude’s opened the 
fourth floor women’s shop. This shop carries one of 
the most colorful women’s stocks in Los Angeles, de- 
voted entirely to tailored sportswear, sweaters, skirts, 





Above—Gloves added within 
the past two years are sold in 
a section immediately adjoin- 
ing the bag and costume jewelry 
departments. All this mer- 
chandise falls together and 
rounds out the store’s main 
business—shoes. 


Right—This photo shows how 
the glove and handbag depart- 
ments join each other. Pur- 
chasers of shoes frequently 
-tieed gloves, a bag or hosiery 
when shoes are purchased. 


blouses, slacks, play togs, coats, suits, dresses, millinery 
and with lingerie and negligees added recently. 

In the months the shop has operated, business has 
grown from a five girl staff to a personnel of 11 sales- 
persons. So immediate was its acceptance that the 
Joyce shoe department was transferred from the main 
floor to this department, a move which benefited both 
shoes and sportswear. Established Gude customers were 
On ihe other 
hand, new customers brought to the store by the sports- 


immediate patrons of the fourth floor. 


wear also buy shoes, although the swing is predominant- 
ly the other way, with the shoe trade buying in the 
sportswear section. 

The prezent conflict with its many governmental reg- 
ulations has proved the soundness of this policy of 
continuously broadening the merchandising base. © All 
during the 40 years of gradual expansion, emphasis has 
been placed on shoes. True, men’s shoe activities occu- 
py only the lower selling level, while women’s shoes are 
to be found on the street, second and third floors. New 
lines, new merchandising methods and most particu- 
larly new customers, are demonstrating that the retail 
shoe merchant can expand his stocks and successfully 
handle a great many supplemental lines. 

Throughout the war, and into peacetime afterwards, 
it is the intention of the Gude management to continue 
























































to emphasize this aspect of the store’s merchandising— 
not only because it deals in lines fairly unhampered by 
rationing but because it opens up a market over and 
above the usual good shoe store’s realm of activities. 

The broadening of the merchandise base at Gude’s 
had its beginning long before shoe rationing and war- 
time restrictions were effective; in fact, years and years 
before. This broadening is a natural trend in shoe 
stores of the Gude type in all parts of the country. One 
fundamental reason for having a broader base is that 
when merchandise is hard to get in one line, the chances 
of keeping one’s business on an even keel are much 
better with diversified lines. It should be emphasized 
that all new lines added in the gradual growth of new 
departments complement—but do not replace—the sale 
of shoes. 

Handbags, for instance, got into the position where 


40 


Left—The Joyce shoe depu:t. 
ment, transferred from the 
street floor to the sportswear 
floor, brings many customers 
to this floor. In turn, many 
sportswear customers becoiie 
patrons of the department 


Below—Bags, jewelry and ho. 
siery are in one department on 
the main floor. Similar mer. 
chandise is also department- 
ized on second and third floors, 
with men’s on the lower floor. 
Increased business increased the 
number of girls needed from 
three to eight. 


bags went with shoes. Then came a period of exactly 
matching the bags to shoes. This phase really opened 
to Gude’s the possibility of further branching out. An- 
other angle on emphasizing bags is the hosiery position. 
Along came the war, forcing hosiery to become a regu- 
lar football. Silk goes out. Nylon goes out. Prices are 
controlled. Styles are limited. Consequently more effort 


was put on bags and costume jewelry. These efforts 
have more than compensated for the falling off in 
hosiery sales. 

And that is the story of how a men’s store developed 
into a specialty shop with 16 departments in the wo- 
men’s field. 

In a subsequent issue we will discuss the further and 
related story of how Gude’s has changed its merchandis- 
ing presentation to its public, both in advertising and 
display, to conform to present day buying technique. 
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PREVENTING LOSSES in CASHING 
WAR-INDUSTRY PAYROLL CHECKS 


Points to Be Considered In Determining the 
Policy to Be Pursued—What Precautions to Take 
to Avoid Becoming the Victim of Racketeers 


by LUCIUS S. FLINT 


BECAUSE so many new war-industry payrolls have 
developed, it is becoming more and more necessary for 
the shoe man to cash pay checks. Customers who have 
gone to work for big industrial concerns feel that their 
checks should be known and honored. And, since it’s 
a proven fact that a man spends most liberally right 
after he draws his money, there’s no question about 
the value of such check-cashing service. 

However, the very fact that more merchants are ac- 
cepting pay checks has led to the growth of new bad- 
check rackets. Western dealers who have solved the 
problem offer the following suggestions for avoiding 
loss on this score: 

Acquire a reputation for careful verification of checks 
—even though you know the check is good, look it over 
and hesitate a moment before initialing it. The point, 
here is that there may be a “bad-check artist” looking 
on. Ctooks always “case” a place before attempting to 
“crack” it. If the store looks to be very careful in its 
okaying procedure, word will go out to the underworld 
that this is “a tough joint to crack.” 

Restrict and centralize check-okaying authority. 
Losses are held to a minimum when not more than two 
or three key people are permitted to okay checks and 
when they’re specially trained in this work. 

If such is available in your community, subscribe to 
a check-warning report service and require the men 
who okay checks to study the reports thoroughly. 


FIND out from your insurance company where your 
check-okayers can get instruction in methods of detect- 
ing frauds. Insurance firms and detective agencies often 
give such instruction. 

Familiarize yourself and your men with the creden- 
tials carried by employees of local war-industry plants. 
In all plants under government supervision, workers 
wear numbered badges and carry identification cards 
which bear corresponding numbers and a picture of the 
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individual. The cards in themselves usually constitute 
excellent identification—that’s one reason why there’s 
no need for excessive losses on defense-payroll checks if 
proper care is taken. 

If you’re ‘so located that you expect to cash a large 
number of payroll checks, contact the various plants 
nearby and obtain from them complete information on 
identifying characteristics of their checks. Since large 
employers like to see their people get convenient check- 
cashing service, they'll usually cooperate. The data 
you'll want to obtain and record includes the following: 
(a) Name of company; (b) Address; (c) Bank num- 
ber; (d) Bank clearing house number; and (e) Name 
of payor or payors. 

Since this is information a crook will have trouble 
getting—even if he has managed to steal real check 
blanks—a knowledge of payor names is most important. 
Also study the payor signature so you can detect a 
forgery. 


ALSO ascertain the watermark used—its size and de- 
sign. Not all companies use watermarked check paper 
but where they do, this is almost certain identification 
of a real check. Find whether or not the company name 
is printed on the check, and the figures with which the 
individual company starts its check numbers. One large 
defense plant, for instance, uses the figures 80 pre- 
ceding all its check numbers. These are written as part 
of the check number so that would-be forgers are un- 
likely to notice them as an identifying indication. 

Watch for any similarity between the signature of the 
payor and the endorsement. If the handwriting in the 
two shows the same characteristics it is always well to 
be sure the payor signature isn’t a forgery. 

Notice whether the fine points of the customer’s ap- 
pearance are in line with the work he’s supposed to do. 
For instance, a steel mill worker will usually have 
broken fingernails. The forger can don a fitting costume 
but he can’t cover up little “give-aways.” 
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Marines in South Paeif 
Kept WELL SHOD 


re 


Marches through terrain 
such as that shown here 
are tough on shoes. Ma- 
rines in the South Pacific 
are now equipped to re- 
pair their footwear in the 
field in short order by 
means of special mobile 
shoe repair units. 


EDITOR'S NOTE 


The accompanying story was written by Sergeant 
Solomon Blechman, 530 Palmer Avenue, Mamaroneck, 
N. Y., a Marine Corps Combat Correspondent. 


SOMEWHERE In The South Pacific (Delayed) —Two 
new trailers, completely modern shoe cobbler and tailor 
shops with crews of trained men, are ready to go into 
action alongside fighting Leathernecks to keep their 
clothing and shoes in repair. 

The crews can defend their shops with the same fight- 
ing fury of Marines everywhere, for they have been 
trained with rifle and bayonet before they are taught to 
operate each and every machine on the trailer. 

Twenty feet long and 10 feet wide, the trailers weigh 
seven tons and carry enough supplies to repair over 
2000 pairs of shoes before restocking. 
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The sides, when let down, form two three-men shoe- 
maker benches with jacks to hold the shoes, hammers, 
nail punches, heel-pullers, nail-nippers, rasps and knives. 
Inside are electric machines that buff, trim, and stitch 
the shoes. Power to run them comes from a generator 
attached to a gas motor. 


For instance—a pair of shoes handed one of the six 
Marines on the bench at 10 A.M. will have its old sole 
or heel removed, bottom scraped and new sole pasted 
on before being handed up to a Marine who wilil elec- 
trically stitch it, trim it and buff it and then hand the 
repaired shoes back to the owner at 10:20 A.M. An 
experienced crew can turn out 192 finished pairs of 
shoes a day. 

Canvas and regular tailoring are both done on special 
sewing machines. Uniforms can be shortened, buttons 
replaced and rips mended by Leathernecks, who can 
also patch tents and repair cartridge belts, canteen 
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The Marines have landed and soon they'll have the situation well in hand. The fighting Leather- 
necks have been landing on enemy shores for 167 years. Now, no matter what the landing condi- 
tions, they can be sure of shoes in good repair. Here, rifles in hand, Marines race up a beach. 


By Means of Completely Equipped Trailer Repair Shops, Uncle 
Sam's Leathernecks Can Repair a Pair of Shoes in an Average 
of Twenty Minutes—Or 192 Finished Pairs a Day. How Their 
Repair Crews Are Trained for This Important Function Is 
Told in This Article by a Marine Corps Combat Correspondent 


covers, pack shoulder straps, and other types of web 


Ke equipment. 

“a Thirty-six large canvas markers, six by eight and six 
ro by twenty feet, were made in one night to fill a rush 
. order. Several days later the markers, painted to repre- 
to 


sent objectives, were set up on beaches where the 
Leathernecks swarmed ashore in practice landing oper- 
six ations. 





ole A lightweight canvas machete cover has been de- 

ted veloped by members of the unit to replace leather covers 

ec- which cracked. Easy to make, good looking, and in- 

the expensive in cost, the covers have earned the praise of a 

An commanding officer here. 

of Given the lumber, every man can lay a tent floor, 
construct furniture, or do any wood repair job at a 

‘ial moment's notice with the complete carpenter’s kit car- 

ons ried in each trailer. 

an The unit, part of the Service and Supply Company, is 


under the command of First Lieutenant Leo F. Halatek. 
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USMC, of Chicago, Ill. Privates First Class Philip 
Schonberger, USMC, of Detroit, Mich.; Kenneth J. 
Jaeng, USMC, of St. Louis, Mo., Louis Jumonville, 
USMC, or Norco, La., and Walter Meyer, USMC, of 
Oregon, Mo., are in charge of the crews. 

The enlisted men have had some experience with shoe 
machinery before joining the Marine Corps. They are 
all graduates of the Mechanic’s School at Camp Elliott 
where they were trained in shoe repairing, care of their 
machines, and tailoring. 

Private First Class Schonberger, son of Mrs. H. 
Strauss of 2645 Buena Vista Avenue, Detroit, Mich., 
was a meat cutter in an A & P store before he enlisted 
last September. He received his recruit training at San 
Diego, Calif. He learned something of shoe repairing 
and tailoring when his father was a dry cleaner. 

Private First Class Kenneth J. Jaeng, son of Mr. and 
Mrs. Sylvester Jaeng of 3414 North 22nd Street, St. 

[TURN TO PAGE 7], PLEASE] 
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PICTORIAL 


Dogs of war find a billet in doughboy’s Army Life eee 


G.I. shoes. Troops stationed at Camp 

Callan, Calif., received unexpected rein- 

forcements recently when a stray dog 

wandered into the military 

ecg ny sn ag here —_ In the Stern Realities of War, as Well as in the Less 
er in a tent. xt morni ke 

these four little in Serious Activities of These News-Filled Days, Shoes Con- 
were born, and they were tinue to Play Their Vital Role, and the Average American 


quickly adopted as mascots : 
at tee onal. Was Never So Shoe-Conscious as Now. 


Left: A typical pile of shoes 
and clothing beyond repair, 
which will bring back to the 
Army a goodly sum. Probable 
return from sale of discarded 
shoes and clothing shown here 
was estimated at $3,000.00. The 
Quartermaster Corps impresses 
on its personnel at all times 
the necessity of effecting every 
possible saving in materials 
and equipment. 





Right: Section of shoe 
repair shop at an Army 
Quartermaster Replace- 
ment Center, where in- 
coming shoes are tagged 
with leather labels. T his 
repair shop, said to be 
one of the largest in the 
world, had four finish- 
ing lines with seven 
stitchers, 45 jacks and 
a personnel averaging 
more than 100 men. 
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Paulette Goddard wears a sturdy brown 


oxford made of plastic material with 
green gabardine military suit patterned 
after officer’s uniform in photograph 
below. Long cotton socks and beret 
of matching gabardine complete her 
costume. Over her shoulder hangs 
leather case which she uses as a purse. 


Fashions... 


Plastic ornament adds touch 
of smartness to black doe- 
skin shoe worn by Susan 
Hayward (right), featured 
by Paramount in “The Man 
in Half Moon Street”. Rosette 
formed of white organdie 
and lace and centered with 
a pink velvet bowknot orna- 
ments the shoulder of her 
black crepe afternoon suit. 


Marie McDonald, Universal Pictures 
(right), wears a cinnamon cardigan 
over chamois slacks, with leisure 
type shoes. Miss McDonald, who has 
been called the “incendiary blonde”. 
was elected an honorary chief of 
the Los Angeles Fire Department. 
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Ella Rains, in Universal Pic- 
tures “Corvette K225”, wears 
stout ski boots with distinc- 
tive and colorful winter 
sports costume in which she 
appears in the photo, left. 
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“NOTHING is beautiful, but what is true’—is an 
old, old saying that certainly has its present-day appli- 
cation to the subject of play shoes. It’s human nature 

* to try to escape regulation and restriction. Therefore, 
the huge expansion in play shoes—unrationed! The 
appetite for profit in the free field of unrationed foot- 
wear develops a tremendous thirst, particularly when 
there are prohibitions against the free sale of regular 
shoes, in the regular way. 

Many of the play shoes, so-called, should be 
labeled Play-Things. They are not shoes in the 
accepted term, because they do not serve a useful 
purpose in hours af wear. They are foot cover- 
ings, made to evade and avoid the ration law. 
Millions of pairs will be made expressly to cap- 
ture the free spending dollar. 

Shoe retailers—in owner-operated stores, in shoe 
departments and in chains—find play shoes excellent 
traffic bait. That’s the reason why we have expansion 
in that field of free enterprise. But, if one man makes 
and the other man buys an article that has no more 
merit than a few hours of dry weather wear, then the 
public has not received its money’s worth, even though 
spending money is freely offered for the eye appeal. 

There is an entire new field of foot comfort and 
delight, if play shoes are made right. They are really 
worth a ration coupon if they have within them those 
elements of worth and service that justify their pur- 
chase as foot wearables. It is true that many stores buy 
them untried and untested because they have eye appeal, 
window appeal and dollar appeal—let the public take 
the consequences! It wouldn’t be surprising if the pro- 
tectors of the American pocketbook asked for some 
simple standards of wear on even unrationed footwear. 

There is hope for the raising of the wear qualities 
of play shoes in the July 28 amendment to Conserva- 
tion Order M-217, as follows: 

“The War Production Board may authorize any person mak- 
ing a line of reasonably durable footwear utilizing non-critical 
materials to exceed his civilian line quota for such line. Appli- 
cation for such authorization shall be made by letter, describing 
fully the footwear proposed to be manufactured, listing in detail 
all the materials to be used and stating the quantity of such 
footwear to be made, the price range, the source of the man- 


power to effect such increase in production, and all the other 
facts pertinent to the application. 


“Any person who has no civilian line quota for a particular 
type of footwear may apply by letter for one or more civilian 
line quotas, stating the types and construction of the footwear 
he proposes to manufacture, the number of pairs to be made, 
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Are Play Shoes—Play Things for Profit 


ANDERSON 


the price range, the consumer need for footwear of the quality 
proposed to be made, the source of the manpower to make such 
footwear, and whether production will be reduced in any other 
line or lines. No such quota will be granted unless the foot 
wear to be made has been specifically priced by the Office of 
Price Administration.” 

The very interesting thing is that because there is 
freedom of expression in the making of play shoes, that 
the minds of men are walking down the line of creating 
substances that may have a prominent place in the shoe 
industry years hence. Whether for good or for bad, 
speaking as a shoe and leather industry, the fact cannot 
be blinked that these types of soft, easy on the foot, 
hurtless footwear may develop an acceptance of tre- 
mendous significance to what we call regular footwear. 
There is such a thing as the inevitable escape from pain 
and discomfort of shoes misfitted and there is no telling 
what the future may bring. But at the moment, play 
shoes are a wide open avenue of escape. 

You can’t help looking through a knothole if you 
want to see what’s going on at the ball game—if there 
is a fence in the way. Well, in those free fields of play- 
shoe-making, there are bound to be a few home runs 
in the game, despite the fouls. But at this time, we are 
looking at the fouls represented by shoes that are made 
in haste and repented at leisure. Shoe stores, shoe 
departments and chains that have reputations to main- 
tain, today and tomorrow, are looking at their play 
shoes with a more careful eye now that the first flash 
of the lucky break in the game showed that this was 
supplementary foot covering and worth investigating 
if a store’s dollar volume was to be maintained. Whether 
or no authorities will put into effect regulations as to 
“wear hours,” the primary purpose of the play shoe 
remains to be seen. If made as things of use and things 
of beauty, they will live despite everything—even ration 
coupons. But as rag and sawdust dolls—play shoes as 
war-time play things are inviting trouble. 

Just to throw a little thunderclap into this paradise 
of play shoe profit—what do you think will happen to 
stocks on hand if shoe rationing were made universal 
on all types of foot coverings or if, by a master stroke 
of military victory, the public could get something else 
over night? Remember the last war, when leg-high 
women’s fancy boots were made valueless over night? 

So, wherever you are and whatever line of business 
you are in, remember always to keep your store and 
your stock in balance. When you get out of line, you 
can easily be knocked out of the game. 
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HIDDEN VALUES 


WE are fast approaching the time when the Shoe In- 
dustry will have its last chance to make its need felt— 
before regimentation. These coming months will mark 
the full impact of the gigantic war production program 
and the reduction of the civilian economy to its mini- 
mum civilian needs. It’s time, therefore, for some 
realistic examination of our position. 

Let’s establish, first and foremost, that in the industry 
of war there is a basic need for military footwear. No 
industry has served better with its best—in leather, in 
rubber, in shoes for fighting men and women and ON 
TIME. 

We must continue to repeat the fact that war-shoes 
have not fallen down by a single pair and that post-war 
credit comes to a splendidly integrated system of manu- 
facturing that extends all the way from the service of 
supplies to the final delivery. 

So without a bottleneck or failure to deliver, we 
have done our part. The best of leathers have gone into 
military footwear through self-denial of civilians who 
have accepted what was left over. (They could not do 
otherwise in time of war.) So far so good! 

Now, wouldn’t it be nice if somebody took a good 
look at Type 2 Service Shoes and sort of figured it out 
that if millions of pairs of rubber taps are to be put 
on top of this prime sole leather—that perhaps it might 
be possible to put other grades of sole leather in mid- 
position, between the prime insole and the wear- 
1esisting rubber outsole? The prime soles, so saved, 
would certainly serve a long wear purpose on war work 
shoes and boys’ shoes. 

It’s just a little mold suggestion—that wouldn’t de- 
crease the wear-worth of Army shoes but add millions 
of hours of worth-wear to necessary civilian Winter- 
wear. 


ARE CHILDREN ESSENTIAL? 
A CALIFORNIA shoe merchant writes: “Some sort of 


powerful, comprehensive movement should be set in 
motion to provide more shoes for babies and children. 
Women tell me that they are willing to go without 
(most of them wouldn’t need to with the stock they 
have in their closets), but want their growing children 
to have shoes. The manufacturer is hedged in by restric- 
tive supplies and manufacturing. Why not do away with 
the bottleneckers?” 

The Boot anp SHoe Recorper right along has 
stressed the importance of increasing the supply of chil- 
dren’s shoes, the elimination of all quotas and a definite 
allocation of leathers and materials specifically to chil- 
dren’s shoe manufacture and definite allocation of 
labor, listed under critical occupations, with skills 
urgently needed in essential industry. The U. S. Em- 
ployment Service of War Manpower now certifies work- 
ers to critical occupations. The children’s shoe field 
deserves special consideration with reference to defer- 
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HIT AND RUN CORNER 


To the Editor: 


At a recent meeting of the Laporte Better Busi- 
ness Bureau it was almost unanimously voted to 
continue the Thursday afternoon closing until 
December 1. The manager of a chain store sub- 
mitted a letter from his home office stating that such 
action would be in violation of the WPB ruling. 
Any reduction of hours over that of a year ago 
would be the equivalent of a raise in wages and 
that any change resulting in reduction of store hours 
would have to be accompanied by a similar reduc- 
tion in wages. 

We read of stores reducing their hours, some 
closing a whole day in the week; others adopting a 
quota basis per day. We are wondering how they 
can do that unless they reduce their wages and I 
doubt if anyone can do that and retain any help. 

If you have any information on this, or can refer 
us to some one who does know, we would like to 
pass it on to our bureau. 

Harry L. Kexwine, 


Kelling’ Shoe Store 
LaPorte, Ind. 





ment as a war useful job. That’s what we think is the 
solution to the situation in children’s shoes. 

Two young shoe men in a New Jersey town have such 
a regard for children’s feet that they actually cut the 
box toe out of the out-grown shoes, so that little feet 
can wiggle freely, without undue pressure. We haven't 
seen that thing done in children’s shoes since we saw 
a merchant in Detroit ship to Bombay, India, little 
children’s shoes that were manufactured with full open 
toes; and that’s many years ago. The answer is obvious. 
The growth of little children’s feet doesn’t stop 
because of war’s necessity and short shoes cause 
malformation and distress all through the adult 
years. 

It would be a good thing if merchants, in every 
city, would compile a record of their stock sizes; and 
particularly a record of children’s shoes wanted, on the 
customer’s back order. We saw in one little store 432 
names and sizes of juvenile customers waiting for foot- 
wear, for weeks. 

There is a shortage of children’s shoes right now 
and it’s growing daily. By mid-Winter it will be so bad 
that it will surely come to the attention of the President 
and Congress for an investigation. There has been an 
increase granted to 125 per cent of the six months’ 
measurable quota, but that isn’t enough. Many factories 
have been unable to make even their 100 per cent quota. 

When out-grown shoes cannot be replaced because 
of a lack of stocks on hand in sizes and widths needed, 
something should be done about it! We can see day- 
light by next Spring, because in all probability tennis 
and rubber soled canvas footwear, made from Buna or 
reclaimed rubber—will be released for children’s Sum- 
mer-type footwear—but the problem is right here and 
now, on regular shoes for children. 
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by LYNE S. METCALFE 


JN going all-out in the war production effort, the Fed- 
eral Government drawing as it does, hundreds of thou- 
sands of men and women from civilian distributive, 
supply, and selling channels has by no means overlooked 
the plight of the average shoe dealer, and the shortage 
of trained and experienced shoe salesmen. 

To meet this situation, the Wartime Programs in 
Distributive Education, sponsored by the Federal Secur- 
ity Agency, Vocational Service Division, U. S. Office 
of Education, has had, and is having, considerable 
success in giving basic training in the broader prin- 
ciples of selling and service. 

This program is being conducted in the interests of 
the retailer, through and with the cooperation of the 
State Boards of Distributive Education, tied in with 
the various State Boards of Vocational Education, and 
with the aid of local superintendents of schools. In 
some states, circuit or itinerant teachers are employed 
by the State Boards for this purpose, while in others, 
outstanding retail executives and, in some cases, out- 
standing sales people or store managers, are leading 
the classes in salesmanship. 

In taking advantage of this program, the procedure 
usually followed is for the dealer or group of local 
dealers, to apply at the nearest United States Employ- 
ment Office for available, though inexperienced help. 
These recruits are then taken in hand under the pro- 
gram and given the necessary basic training. 

One of the features of this program is a series of five 
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Films Help Teach 
HOW To SELL SHOES... 





U. S. Office of Education Undertakes 
Wide-Flung Program of Basic Train- 
ing to Help Merchants Affected by 
Man-Power Shotage — Visual Course 
Supplemented by Class-Room Work. 





sound slide-films accompanied by synchronized disc 
records, the purpose of which is to speed up the train- 
ing and shorten the period needed to make a competent 
and informed seller out of an inexperienced man or 
woman. These films are the results of selling experience 
in 87 nationally known selling organizations, and a 
total of over 6,000,000 sales meetings. The material has 
been condensed and visualized to streamline it accord- 
ing to “patterns” widely established throughout the war 
training program—via the picture screen. 

It is not the purpose of these slide-films alone to pro- 
vide a course in basic selling but to supplement book 
study, lectures and actual class room demonstration of 
points. Each slide-film usually is the basis of a single 
lesson or session, and generally speaking the average 
prospective retail seller is ready to go on the floor after 
a six lesson course. 

For those not familiar with the slide-film medium, 
it may be explained that this type is a strip of 35 mm. 
standard safety motion picture film on each frame or 
segment of which is a picture. These consist of special 
photographs, drawings, charts and pictorial exhibits all 

[TURN TO PAGE 72, PLEASE] 
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Cradle Cup Heel Seat 


DISTINCTIVE 
FEATURE OF 


a 


ONLY IN SELBY TRU-POISE SHOES WILL YOU FIND 
THE CRADLE-CUP HEEL-SEAT—a patented feature that 
forms twin buttresses scientifically placed under either 
side of the sock lining at the heel of the shoe, holding 
the foot securely and preventing it from slipping for- 
ward. The Cradle-Cup Heel-Seat holds the heel in 


its proper place, preventing the foot from jamming 


against the vamp of the shoe. TRU-POISE Cradle-Cup 
Heel-Seat gives a new ease to walking—a new beauty 
and security in foot movement. The good looks of 
fashion-right TRU-POISE Shoes are preserved by this 
feature, giving longer wear and patriotic conserva- 
tion of the shoe. Cradle-Cup Heel-Seat assures true 


poise in TRU-POISE shoes, an exclusive Selby feature. 


* 


Selby Shoe Company, Portsmouth, Ohio 


New York Office: 3120 Empire State Building * New York Retail Store: Fifth Avenue at 38th Street 


STYL-EEZ © EASY GOERS 
CANTILEVER 


ACTIVE MODERNS «+ TRU-POISE > 
CULTURE © GROUND GRIPPER e@ 


ARCH PRESERVER « 
PHYSICAL 
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When He Cant Fit New Shoes 
,..« We REPAIRS OLD ONES 


Trying on a satisfied cus- 
tomer’s re-built shoe in the 
repair department of the 
Lamanda Park Shoe Store, 
Pasadena, California. She 
would rather have this than 
a pair of uncomfortable 
new shoes, says Todd 
Paulos, proprietor. 


Pasadena Merchant, Sometimes Short on Sizes, Keeps Old Cus- 

tomers Satisfied and Puts Himself in Line for Making New Ones 

by Refusing to Misfit and Suggesting Instead a Thorough Job 
of Shoe Rebuilding. 


“IF you don’t have enough shoes to sell the customer 
what he ought to have, renew what he’s already got,” 
says Todd J. Paulos, proprietor-manager of the 
Lamanda Park Shoe Store in Pasadena, California. 

For more than 25 years Mr. Paulos has been mer- 
chandising and repairing shoes in the same shop, and 
he knows quite a few little quirks that make shoe cou- 
pons really stretch. Since he specializes in selling work 
shoes to men and women, many of the defense workers 
from the nearby airplane factories come to his store 
for shoes. Mr. Paulos never sells a customer a ques- 
tionable fit. 
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“If I can’t fit them comfortably, I examine their old 
shoes and offer a renewing process that will give several 
more months of wear. A comfortable renewed pair 
means a satisfied customer, while a misfit, especially 
under shoe rationing, means not. only one dissatisfied 
purchaser, but the possible loss of the trade of many 
of his friends who are potential buyers,” declared Mr. 
Paulos. “A satisfied customer brings me five more; a 
dissatisfied one may lose me seven or eight.” 

Mr. Paulos thinks this phase is especially important 
in defense areas like Pasadena, where word of mouth 

[TURN TO PAGE 72, PLEASE] 
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JOHN R. EVANS « COMPANY oop eee |= CAMDEN, NEW JERSEY 


Many manufacturers use tags and carton inserts to 
identify Evans quality leathers in their shoes. We are 
always glad to provide them. 
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“I still can’t tell ’em apart 














Known the Hill twins since they were babies... still get Mary 
mixed up with Jean. Look fine in those WAC uniforms, don’t they? Home 

















on leave after finishing their officers’ training. Just a minute... I want F 

to put their names down in my ‘Service Book”... keep a record of the boys 4 

and girls who come in to see me when they get furloughs. Lots of them tell to 

me they’re glad I was so careful about fitting their shoes when they were 4 

kids... makes it easier to take all the walking they have to do now.” sql 

bei 

Fitting wriggling youngsters’ feet isn’t very exciting, but the merchant Ba: 

who sells WEATHER-BIRD and PETERS DIAMOND BRAND = 

SHOES feels a warm glow of pride when he sees these same children - 

grow up into healthy citizens. Expressions of appreciation justify his a 

confidence in the fine shoes he sells . . . shoes that give Better Fit, ger, 

Longer Wear, Comfortable Flexibility. Today, as always, WEATHER- TH 

BIRD and PETERS DIAMOND BRAND SHOES are made of the a , 

best available materials ... by expert craftsmen . . . over better lasts. deci 

No wonder they are the outstanding value-buy in children’s shoes! 

to hi 

inste 

WEATHER-BIRD cr 
p> AND eters DIAMOND BRAND SHOES . 






FOR BOYS AND GIRLS 
DIV: INTERNATIONAL SHOE CO. + SAINT LOUIS 







PETERS SHOE COMPANY > 
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Rosenberg's Department Store in 
Santa Rosa, California, Has Set 
Up a Comfortable, Convenient 
Baby Shoe Bar for the Easier 


Fitting and Selling of Baby Shoes. 


The baby shoe bar at Rosenberg’s. Note 
the gay, nursery atmosphere which makes 
shopping in this section pleasant for 
both parents and children. Some sizes 
are kept on the shelf below the bar. 


Baby Shoe Bar Builds Sales... 


FITTING shoes to infants, toddlers and little tots is 
now a pleasure in Rosenberg’s Department Store of 
Santa Rosa, Calif. No more does the salesperson have 
to get down on hands and knees (often at the cost of a 
pair of hose) to struggle with a fidgety or frightened 
youngster. No more does the parent try to hold the 
squirming infant, more or less firmly, while a shoe is 
being tried on. Instead, the tot is placed in a familiar 
igh-chair-type seat in the attractive new Baby Shoe 
Bar. Here the new footwear can easily be slipped on 
and off while the child is enjoying himself with a toy 
or a doll placed in his hands to hold his attention. 

This new merchandising idea developed from plans 
designed by Rosenberg’s second floor merchandising 
manager, Mrs. Laura Handy, and Baby Shop mana- 
ger, Mrs. Inez English. 


THE sales of babies’ and little tots’ shoes have become 
an increasingly important factor in this department, and 
when the Baby Shop was doubled in size recently it was 
decided to utilize a generous portion of the additional 
space for the shoe section. Experience had shown that 
small youngsters are often timid, frightened or difficult 
to handle when placed in unfamiliar surroundings. So 
instead of choosing the usual seats, or chairs, and fitting 
stools, where the parent had to hold the youngster se- 
curely in place, a new type of fixture was decided upon. 
The carpenters were instructed to build a three-seat unit 
of a high-chair type construction. This seating unit is 
at exactly the right height so that a saleslady can fit 
the shoes from a standing position directly in front of 
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the youngster. Standing beside her the mother can also 
see just how the shoe will fit and look. A convenient 
holding strap keeps the little tot securely in place. Usual- 
ly a soft toy or doll is handed to the child to keep it 
occupied. 

The seats are attractively covered with bright fab- 
ricoid, and the bar floor is of red linoleum. These blend 
pleasingly with the ivory and coral color scheme of the 
department., There are four convenient shelves beneath 
the seats, handy for holding the stocks of smaller sizes 
of shoes, =Larger sizes are kept in specially constructed 
shelves along the two sides of the bar. 


THE shoe bar itself occupies the center of the baby 
shop, aaspot where it is bound to be seen by any cus- 
tomer coming into the department, whether she be a 
parent or someone looking for a gift for a little tot. In 
either case the sight of the shoe bar calls attention to 
the need for this important item in a youngster’s ward- 
robe, and often results in a new shoe customer. 

The nursery-like atmosphere of this department 
makes an attractive setting for both youngsters and 
parents. Atop the ledges and show cases are display 
models of children in play and dress attire, while along 
the walls an eighteen-inch panel carries pictures and 
illustrations interesting to children. A selection of toys, 
and a well used rocking horse make this department an 
alluring place for little tots. Parents, too, like the 
friendly and diplomatic treatment by the sales ladies 
who know how to handle the tots in an understanding 
way, thus adding to the popularity of the bar. 





Above: The worn shoes tell 
the story of previous misfitting. 
Shoe rationing caused this 
mother to pay attention to fit 
and quality of her son’s shoes. 


Right: Further foot examina- 

tion shows that this boy has a 

very high instep and over-de- 

veloped arch. High shoes, 

rather than oxfords, were sug- 
gested for him. 


IN this third chapter of our series on fitting children’s 
feet,-we have made a study of an individual case—one 
in a thousand, perhaps, but one in which the sales- 
person had the necessary knowledge to fit the foot cor- 
rectly and one in which she showed the necessary 
interest and skill to solve the problem confronting the 
mother of the child. 

While she was examining the worn shoes of her four- 
year-old customer, the saleswoman listened carefully to 
the mother’s comment that her son’s shoes always 
slipped at the heel and wore out his socks. She ex- 
amined both shoes carefully and suggested that they 
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CHAPTER III 


oun? 


Child's Feet 


by 

HARRY J. EVANS 
and 

HARRY R. TERHUNE 


had been fitted a trifle too long and narrow to accont 
modate this foot. She suggested that high shoes would 
be better for this boy than the oxfords he had been 
wearing. 

The next step was a careful examination of the boy's 
feet, revealing an unusually high instep and over- 
developed arch— probably an hereditary condition. 


Measurements of the feet were taken while the child” 


was in a standing position, and particular note was 
taken so that the extremely high instep could be fitted. 
The result—the boy was fitted with a high shoe, much 
wider than the shoes he had been wearing, and a half 
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The Third Article in Our Series on Shoe Fitting. Here 
We Study a Specific Case, Showing How Careful, Intelli- 


gent Fitting Can Give Satisfaction to a Customer Who 
Had Always Experienced Difficulty in Being Well Fitted. 


size shorter. The saleswoman recommended to the 
mother that the boy be fitted with high shoes in the 
future, pointing out that the shoe must be fitted in the 
manner shown here in order to assure support to the 
foot as a whole. 

Measuring the feet while the child is standing with- 
out shoes is an extremely important part of the fitting 
procedure. When he stands in his stocking feet, it is 
easy to determine whether or not his stockings are too 
short. If they are, the parent’s attention should be 


called to this fact, so that steps may be taken to remedy 


Right: As a further check, the 
shoe fitter measures the foot 
while the child is in a stand- 
ing position. Meanwhile she 
observes the instep as well as 
the arch of this unusual foot. 
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it. Short stockings can be as injurious to the foot as 
short shoes, and, because few people realize that the 
stockings they are wearing may be too short or may 
have shrunk in washing, they are a source of much foot 


Worn 


sistently short, they may even cause metatarsal arch 


trouble, particularly ingrown toenails. per- 


weakness, which is very painful and difficult to correct. 

This study was developed in the May Company, Los 
Angeles, through the co-operation of the Shoe Depart- 
mental Manager, Paul Kirsh. Mrs. Jessie Whitaker was 
the shoe fitter. 


Leit: Now the bov has been 
correctly fitted in the type of 
shoe best suited for his particu- 
lar case. Previously, little at- 
tention had been paid to fitting 
him correctly. Now a_ well 
trained shoe fitter does an in- 
telligent job of selection. 
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Emphasize Ruling on Loose Stamps 


CHANGES in the shoe rationing regulations which 
emphasize the fact that loose shoe stamps detached from 
ration books may be used only to make bona fide mail 
order purchases are contained in Amendment 31 to 
Ration Order 17, effective August 16. 

Public attention will be directed to this requirement 
by the following notice which dealers must post at each 
place where shoe sales are made directly to consumers: 


RATIONING REGULATIONS PROHIBIT THIS 
STORE FROM ACCEPTING LOOSE WAR 
RATION STAMPS FOR SHOES SELECTED OR 
DELIVERED AT THE STORE 


In cases where local ration boards decide that shoe 
stamps were detached from ration books through mis- 
take or accident provision is made for their exchange 
for special shoe stamps. 

OPA explained.in issuing the amendment that the 
use of detached shoe stamps has been ligited to mail 
order purchases since the ration order became effective. 
Some customers and dealers, however, have assumed 
that the practice of selecting shoes at a store, and 
mailing a loose stamp for delivery, is a proper mail 
order transaction. The new amendment strengthens the 
original regulation by specifying that loose stamps are 
not valid for such sales. Under the new provisions a 
shoe stamp may be detached from a ration book and 
sent with a mail order only if the customer, or his 
agent, does not personally select or receive the shoes 
at the supplier’s place of business. 

Recognizing that a consumer may inadvertently de- 
tach his shoe stamp from his ration book without know- 
ing that this makes the stamp void for over-the-counter 
purchases, the amended regulations provide that such 
a stamp may be exchanged at a local board for a special 
shoe stamp good for one pair of shoes from any type of 
dealer. The consumer may go in person or write to 
-the board. He need not make application on any par- 
ticular form, but must present the ration book from 
which the stamp was detached, state in writing why it 
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was detached, and surrender the loose stamp. This 
must be done during the stamp’s valid period. 
7: 7” - 


Changes in Leather and Shoe Branch 
THE staff of WPB’s Leather and Shoe Branch recently 


gave a farewell dinner for two of its key men—James 
W. Byron, former Chief of the Specialty Leather Unit, 
and E. L. McKendrew, Consultant on Foreign Hides. 
The dinner was held in Washington’s Hotel Statler, and 
Harold Connett, Assistant Director, Textile, Clothing & 
Leather Division, served as toastmaster. Brig. Gen. 
Joseph W. Byron, former chief of the division, was a 
guest of honor. 

Mr. Byron is expected to take a position some where 
in the shoe industry, while Mr. McKendrew will become 
affiliated with Armand Schmoll, Inc., N. Y. Mr. Con- 
nett has announced that Sherwood B. Gay will succeed 
Byron as Chief of the Specialty Unit. Mr. Gay, who is 
president of Blanchard Bro. & Lane, Newark, N. J., has 
been a consultant on leather. A successot to McKen- 
drew, who had served as a dollar a year man, has not 
been named. 


. + . 


Clarify Operation of Ration Order 6A 


|N the first report on the operation of Ration Order 
6A, governing rubber footwear, OPA officials ex- 
pressed satisfaction with the results obtained. OPA 
staff members told Boot anp SHoe Recorper that 
abuse and misinterpretations by the trade and local 
boards were few and could easily be corrected. They 
also pointed out that members of the trade have ex- 
pressed their approval of the changes which RO 6A 
brought about in the handling of rubber footwear. 
Cases have been brought to the attention of OPA 
where it seemed that certain retailers had been unaware 
that RO 6A had changed procedures in the handling of 
certificates. OPA felt that they and the manufacturers 
had distributed information which should have cleared 
up any points in regard to certificates. They were quick 
to point out that headquarters in Washington and the 
regional offices would do anything in their power to 
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clear up any misinterpretation on the part of retail 
dealers, in order to achieve uniform administration of 
the order. 

Ration Order 6A changes the type of certificate used 
from the old three-part type used under RO 6 to a 
single certificate the size of an ordinary bank check. 
Until the new certificates are available to all, dealers 
may accept Part 1 of the old type. However, Part 1 
must be endorsed by the purchaser, as provided for on 
the new certificates, even though Part 1 provides no 
space for endorsement. 

It has also been found that employees in industrial 
plants have been losing time from their work by apply- 
ing in person at local boards for certificates. This 
procedure is entirely unnecessary as the applications 
may be filed by the employer or they may be mailed or 
delivered by another person. OPA officials said that in 
cases of emergency a person may apply at the board 
nearest to him, should his own board be at a prohibi- 
tive distance. 

Local boards in some cases have been issuing cer- 
tificates for more than one pair to farmers. This should 
not be done as a farmer or any other user may obtain 
more than one pair by using individual certificates for 
each pair required. OPA has distributed information to 
its regional offices in an attempt to rectify the condition. 

OPA officials said that they would appreciate requests 
from manufacturers, distributors, retailers, consumers, 
or anyone else for clarification of any points in regard 
to the operation of RO 6A. These requests may be 
mailed to Washington or taken up with regional offices. 


Prepare Summary of Ration Amendments 


THE OPA is preparing a summary of all amendments 
to the shoe ration order, RO 17, for distribution to its 
regional offices and to the shoe trade. This summary 
will include the amendments to date in clear, concise 
form—minus the legal terminology. The amendments 
will be listed in the order of their issuance and should 
provide a handy guide for the shoe retailer, when it 
becomes necessary for him to consult the amendments. 

In taking this step OPA is exhibiting the simplifica- 
’ tion and clarification policies-laid down by Chester 
Bowles, OPA general manager, when he accepted the 
position recently. This summary should be ready for 
distribution shortly. 


+ 7 * 


Ebling Named to OPA Post 


IN line with OPA’s new policy of trying to get key 
men from industry into OPA’s top spots, the appoint- 
ment of Walter E. Ebling, New York, as chief, Opera- 
tions Section of OPA’s Shoe Rationing Branch, was 
announced recently. Ebling took charge of his new 
position last month. 

Mr. Ebling brings with him to OPA a well-rounded 
knowledge of the shoe business in all its phases, and 
is now in his 18th year of shoe work. Beginning in 
1925 he served a four-year apprenticeship with A. Gar- 
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side & Sons, Long Island, where he obtained a first- 
hand knowledge of shoe manufacturing. After leaving 
this company he served as an executive with E. P. Reed 
& Co., Rochester, N. Y., in charge of style and pro- 
duction specifications. In 1939 he set up his own 
business as a shoe manufacturers’ consultant on style 
and merchandising and closed his office just before 
coming to OPA. 

Shoes Salvaged from Battlefields 

JN a recent announcement concerning the materials 
being salvaged from foreign battlefields, the War De- 
partment made it known that 55,000 lb. of shoes were 
received at one port during May. The shoes will be 
repaired and eventually reissued. The salvaged mate- 
rials for May also included 1,000,000 Ib. of rubber, 
90,500 lb. of clothing, 10,000 lb. of webbing and 10,500 


lb. of canvas. 
* . 7 


Need Not Label Rubber Heels 
PEQUIREMENT of grade labeling for rubber heels 
was removed from Maximum Price Regulation 200 re- 
cently by the OPA. The action was taken to comply 
with the anti-grade labeling provision written into the 
Emergency Price Control Act of 1942 by the Taft amend- 
ment to the Commodity Credit Corporation Act. 

Manufacturers are no longer required to label their 
heels with the symbols to which grade specifications 
are tied in the regulation, but neither are they pro- 
hibited from doing so if their heels meet the specifica- 
tions. In consequence, OPA said, a number of manu- 
facturers have expressed their intention to continue to 
use the grade markings. 

Manufacturers who do not choose to continue marking 
their heels with the symbols must sell them at prices 
established for their heels according to brand names; 
these prices are also established according to the physi- 
cal tests which the heels can meet. If the heels bearing 
brand names but no symbols cannot meet the abrasion 
and tensile strength tests for the grade in which the 
brand name is classified, they must be priced according 
to the physical tests they can meet. 


- * * 


No Change in Length of Ration Period 


|N Boor anp SHoe Recorper of August 15, page 56, 
it was erroneously stated that consideration was being 
given to extending the quarterly period for shoe ration 
stamps, to four or four and one-half months. Further 
check reveals that, under the present plan of three pairs 
per person a year, consumers are entitled to one pair 
every four months. The first ration period extended 
from February 7 to June 15, or roughly four and one- 
quarter months, while the second period beginning 
June 15 will expire October 31, or four and a half 
months. 

OPA officials told Boor anp SHoe Recorper that 
discussion of the length of the third period has not as 
yet come up, and would make no further comment. 











RECORDER 





REPORTS 





es 
= 


To 


















THE 


INDUSTRY 








NEW YORK STORES QUIET 


THE first few weeks in August were 
more than normally quiet in New 
York stores and shoe departments. 
A few reported business as good as 
in rationless years, but most had a 
quieter-than-normal period. Play shoe 
departments kept busy, but the regu- 
lar shoe departments were slow. 
Women bought Fall shoes chiefly- 
black suede the number one choice. 
Reptiles also sold well. One style 
department noted that blue suede 
shoes sold exceptionally well. Brown 
is expected to sell later, partly, in 
some buyers’ opinions, because Fall 
clothes will look equally well with 
black or brown shoes. The popu- 
iarity of brown furs is also expected 
to make good business in brown shoes 
in the late Fall. 

In men’s stores and shoe depart- 
ments, there was considerable diver- 
sity of choice. According to one 
men’s store, their customers bought 
anything they could get in their size. 
At this same store, Summer shoes 
were still in demand. Another men’s 
store reports that Norwegian moc- 
casins have been very popular. Few 
stores carry sizes in this pattern now. 
and this store has been in a favorable 
position to do good business in this 
pattern. Military types—especially 
the plain toe blucher—were number 
one choice in another store which re- 
ported that this pattern in boys’ sizes 
did very good business. This family 
store commented that girls all asked 
for spectators, but took, as a substi- 
tute, Norwegian moccasins on 7/8 
heels, some on leather soles and 
some on back-to- 
school business in children’s shoes 
was reported, with shark tip oxfords 
the best selling type in stores doing 
this early school business. 

Hope was expressed by New York 
merchants that all business will be 
spread out over several months, in- 
stead of concentrating in the last 
frantic rush before the expiration of 
coupon No. 18 on October 31. 
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CHICAGO STORES FEATURE 
COLLEGE TYPES 


THE only State Street, Chicago, 
store to hold and advertise the tradi- 
tional August sale of shoes was The 
Fair. However, this differed from 
the former August sales in that these 
were discontinued styles and broken 
sizes. Business was very brisk and, 
of course, shoes other than sale items 
sold readily. 

With the announcement of ration- 
ing on house slippers after August 
31, shoe departments everywhere ex- 
perienced an increased demand. The 
first to be asked for were those of 
all leather and naturally stocks on 
these dwindled perceptibly. 

As the dates of college openings 
approached, all stores gave consider- 
able publicity to their College Shops, 
manned by college students repre- 
senting various schools. In a full- 
page ad on their “College Canteen,” 
Field’s emphasized, among other 
items, a considerable number of shoes: 
oxfords, moccasins and pumps. Chil- 
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ARUPP & TUPPLY Inc. 


eel MAIN AT Pataca 


The wise use of Coupon 18 is being 
stressed by many retailers in their 
advertising, this one being an out- 
standing example by Krupp & Tuffy, 
of Houston, Texas 


dren’s school shoes were also recently 
featured—sturdy wing-tip oxfords for 
the small school child. 

In a half-page spread Field’s pre- 
sented their three lines of arch sup- 
port shoes, all illustrated with dia- 
grams pointing out the advantages to 
be found in these correctional shoes. 
A lively interest was manifested by 
the public. 

No shoe stores in Chicago go in 
for as continuous and frequent an 
advertising campaign as do O’Connor 
& Goldberg. With twelve retail shops, 
they often run as many as three ads 
weekly, usually featuring high fashion 
merchandise for which they are 
justly famous. With a price spread 
of from $6.95 to $16.95, they offer 
a wide variety of smart footwear. 
Black suedes have carried the bulk 
of the style emphasis recently, all 
with high heels, some open-toed, some 
of perforated leather, in sling-back 
styles, pompon pumps, etc. Ankle 
strap sandal of corde fabric is a 
novelty they have presented recently 
with considerable success, tied in 
with matching handbags. 

Almost all advertising in the past 
weeks has stressed suedes for Fall, 
dressy pumps and sandals featured 
as important for “your after-five 
dress.” 

A survey of the college shops in 
the various stores shows that the 
college girl is still buying moccasins 
as her pet campus footwear. Some 
have wedge or platform heels, some 
are square toed, others with walled 
lasts, but the easy-to-get-into shoe 
which matches the casualness of the 
Sloppy Joe sweater is the college 
girls’ current choice everywhere. 

First of the men’s shops to feature 
Fall footwear was Florsheim’s, whe 
announced that their four shops in 
the city were stocked with complete 
size ranges in all widths, including 
shoes of cordovan, Scotch grains, 
genuine water buffalo, Norwegian 
grains, hand-creased calf—a_ formid- 
able and impressive list for these 
times. 
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HIGH STYLES STILL LEAD 
ON COAST 


APPARENTLY the shoe-buying pub- 
lic in Los Angeles has stopped a 
considerable part of its shopping and 
has settled down, now that the new- 
ness of the mechanics of rationing 
has worn off and the location of cer- 
tain styled and priced lines has been 
established in their minds. In other 
words, the question of who has what 
and at what price has become some- 
what settled. 

This is working out to the advan- 
tage of all retailers from the popular 
priced chains to the small shops han- 
dling only top grades. Now the 


people know what the stores have to 
offer, so exchanges and refunds are 
at an all-time low. 

When rationing came along, 
many consumers were skeptical of 
shoes retailing in the four to six dol- 
lar price field. Sales now show that 
confidence has been restored, even 
though a considerable number of 
former customers are now paying two 
to three times as much for their 
shoes as previously. However, ration- 
free play and dress shoes, plenty of 
oxfords for sport and defense work- 
ers, plus a greatly increased hand- 
bag trade, has kept up the volume in 
the popular-priced stores to approxi- 
mately last year’s figures. 

Checking with buyers and observa- 
tions on the floor of many stores leads 
to the conclusion that early Fall buy- 
ing is definitely not predicated on the 
thought of conserving money, shoes 
or ration stamps. High style shoes 
are the meat of the business. Women 
are giving up their coupons for shoes 
they like, with a terrific call for high 
colors and four-inch heels. 

On the face of it, it seems that 
women have made up their minds 
that, as long as the merchants have 
the high fashions on their shelves, it 
is not unpatriotic to buy and wear 
what they want. 

Through August the volume of 
business in stores operating in the 
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CLOSES STORE TO REST 


Pasadena, Calif.—An extraordinary 
page ad appeared in the local papers 
when Ted Huggins announced that his 
store would be closed for two weeks, 
“in order that the stock may have a 
rest and that the organization may 
have a well-earned vacation.” Here is 
one of the country's fine shoe stores 
serving a trade area of 250,000, cios- 
ing shop in the midst of an excep- 
tional busy selling season, because 
business hes been too good in top 
grade shoes. 





medium and better grades was, as one 
buyer put it, “too good for our good.” 
Dollar sales were about the same as 
last year in the women’s; much less 
in the men’s, A number of stores 
whose fiscal year ended July 3lst held 
back a good proportion of their re- 
cently arrived Fall shoes in an effort 
to control a runaway buying splurge. 
Buyers felt that, along the middle of 
August, their business might need 
the stimulus of mew goods, and this 
proved to be a correct estimate. 
Maybe, too, the fact these stores had 
made their year’s profit figures had 
something to do with their holding 
back. 

Merchants in this area have always 
carried complete inventories, consid- 
erably heavier stocks than is usual 
along the Eastern seaboard. This 
method of merchandising now acts in 
their favor since, without exception, 
all stores are well satisfied with the 
condition of their stocks. Any sort 
of a break on their commitments will 
result in well-balanced stocks for 
September and October selling. 

All inventories are much lower 
than the average and the cleanest in 
all history. Current conditions forced 
low inventories on buyers and in so 
doing taught all that they can do more 
business with smaller stocks. 

Shortages in higher-priced shoes 
are still acute, with no great hope 
for relief in sight. The steadily in- 
creasing demand for the top grades 
by the public is all out of reason. 

As everywhere, new Fall shoes in 
high style suedes are having the play 
for current selling, yet “Everything 
is selling,” as shown by Gude’s ex- 
perience. In the past few weeks, this 
store featured its “Baby Imps,” a 
baby toe last wedgie, which sold out 
immediately. Next promotion, low 
heel walking welts, received great 
response. Immediately following were 


high fashion, high heel ads which 
packed the house. 

Right now stores are swinging 
into the pre-college and school shoe 
selling, with many canny parents 
buying shoes for their youngsters 
where they can get them. 

Men’s business is still dragging, 
with a considerable amount of shop- 
ping around for such things as wing 
tips and moccasin types in leather 
soles by men accustomed to buying 
good shoes. Men buying for them- 
selves and parents for big boys are - 
not taking kindly to any kind of sole 
other than leather. There is a feel- 
ing that the men’s trade will resume 
normal activities in September, with 
most of the trade coming from the 
“new money” spenders. The regular 
customers for fine shoes are well sup- 
plied for some time. 

During the past weeks an improve- 
ment in the number of good male 
shoe fitters availahle has been noted 
by stores selling better shoes. Chains 
are still using a number of girls and 
young fellows below the draft age 
limit. 


MILITARY TYPES POPULAR 
IN ST. PAUL 


New Fall merchandise presented in 
St. Paul shoe stores is meeting with 
excellent reception, and volume of 
business continues good. The mili- 
tary type of shoes is still finding 
favor, especially with the customers 
of the Nunn-Bush store. The moc- 


casin type is playing a close second. 
Heavy brogues with imitation wing 
tips are meeting with good sale. 
Brown is the popular color among 
men for the Fall season. 

Since the extreme rush to buy 
shoes at the expiration of the first ra- 
tion stamp, the volume of business 
has been fairly steady at this store. 
Merchants have been stressing that 
those needing shoes should buy 
throughout the whole ration period 
rather than wait until the end, and 
this education of the public is seeming 
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The sad case of Filbert Fmpht- 


1. Filbert Fmpht walked early. He loved to walk. 
Between bottles, he covered many a mile. 


2. Even in college Filbert walked 
—doing odd jobs in his spare time 
—walking everywhere! The fact 
is, he liked walking so much that he 
decided to make it his profession. 
So he walked every day as a Pro- 
fessional Walker—trying out new 
footwear in actual wear tests. 





3. One day this perpetual pedes- 
trian was given a pair of *‘Dura- 
tion Quality”’ rubbers to walk out. 
“This should be easy!"’ breathed 
Filbert as he started out. As the 
miles went by he began to weaken. 
Filbert was wearing out—but the 
rubbers wore on and on. 























FILBERT 
FMPHT | 











& FABLE? Of course, but a fable based on fact. For “Duration 

Quality” rubber footwear has actually given surprising service Bide 

under wartime conditions—and for a mighty important reason. “Duration Quality” rub- 
The quality of rubber footwear depends upon a great deal bers—here lies Filbert! 

more than rubber alone. For instance, proper foundation 

of non-rubber structural parts, and lasts designed to reduce 

wear at points of stress and strain... technical knowledge 

and equipment .. . laboratory facilities for testing and : BACK THE ATTACK 

research . . . skilled craftsmen, chemists and technicians. ‘ae —WITH WAR BONDS 
At the footwear factories and laboratories of Hood Rubber . 

Company and B. F. Goodrich, these things have not changed, f 

even in wartime! Hood Rubber Co. 


a DIVISION fey: 


P.$. Thousands of pairs of our rubber footwear are now being made with the new 
GR-S synthetic rubber. Their quality is the result of many months of experiment- 
ing and testing in the laboratories of Hood Rubber Company and B. F. Goodrich. FIRST 
fir. GR-S BU: :1 9-1 


FOOTWEAR LABORATORIES AND FACTORY, WATERTOWN, MASS. 
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to have effect in 
sales. 

While the store is somewhat 
cramped for merchandise of certain 
types and the styles are limited, this 
appears to be accepted as a matter 
of course by the public, who are 
satisfied with what is offered. 

The Rothschild shoe department 
reports that the volume of business 
is good. They are suffering from a 
manpower shortage, working with two 
men less than the department usually 
has to service its sales. It has been 
found impossible to replace the sales- 
men, but customers of the store are 
cooperative and show willingness to 
wait for service. 

Women are selling in the women’s 
section, which is on the second floor 
of the store, entirely removed from 
the men’s section. Some women have 
previously been employed, but now 
all replacements are made with 
women. Those who have had former 
experience as shoe clerks but who 
had retired have been induced to re- 
turn to the field for the duration. The 
realization that the need is great has 
brought many women back to their 
former work. This has_ simplified 


a, U 


regular general 
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the training problem and the section 
moves smoothly. 

Lower heels still hold the place 
that was established when women first 
began walking more than usual, 
while women who are working give 
that a strong first. Browns are favor- 
ites in women’s shoes as well as 
men’s. Open-heeled suedes lead in 
dress shoes. 

The Schuneman, Inc., department 
store carries its policy of encourag- 
ing customers to buy only what they 
need into its shoe section. The store 
stresses that it is important to buy 
quality with satisfactory fit. 

Black suedes are leading in popu- 
larity. The open-heel sandal and the 
pump are favored styles for dress 
shoes. Town Brown is coming to the 
front strongly and Army Russet is be- 
ing purchased freely in walking shoes. 

In the children’s section the back- 
to-school promotion is tied-up with 
suggestions of quality and the im- 
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portance of correct fitting for the 
growing foot. Folders are sent out 
with monthly statements illustrating 
several styles of shoes correct for the 
school child. 

Stressing the care of shoes is an- 
other feature of the department. With 
each sale, the salesperson gives the 
information as to what type of polish 
or cleaner should be used and points 
out how daily care improves the wear- 
ing quality of leathers. A table of 
polishes of many kinds and cleaners 
is kept fully outfitted in the center 
of the shoe section. The sale of these 
accessories has greatly increased. 

Black and brown sandals hold the 
high spot in sales at the Husch Bros. 


This timely advertisement of the 
Joseph Horne Co., Pittsburgh, Pa., 
stresses the advantage of walking in 
durable shoes meant for that purpose. 


— 


shoe department, leading all other 
types for dress wear. The popularity 
of suede is reported from this store 
as in practically all of the Twin City 
women’s shoe departments. 

There is also a big demand here 
for the sport oxford from girls and 
women who are employed at defense 
plants. Calf is liked by many of the 
customers of this type of shoe. 

The Husch store is employing 
school boys for Thursday and Sat- 
urday to help solve the labor short- 
age. They are taught to read sizes 
and pick up stock and put it away, 
gradually learning how to sell. The 
more promising are selected for in- 
tensive training in sales work. 


DETROIT MERCHANTS HAIL 
SUMMER SLUMP 


METROPOLITAN area shoe mer. 
chants in Detroit looked with relief 
to the coming of a Summer slump dur- 
ing the past few weeks as a chance 
to get caught up on the many things 
that have been postponed in order to 
handle the record-prolonged volume 
of sales that characterized recent 
shoe weeks. As one merchant com- 
mented, “It’s the first time we have 
ever welcomed a drop in business.” 

Shortages of help, particularly 
among men of the average age of shoe 
clerks, is a genuine problem here. 
High defense wages are attracting 
men away from stores that cannot 
afford to pay $75 a week, which is 
starting wages for men with reason- 
able experience in many lines here in 
factories. 

An interesting by-product is the 
trend toward the use of women as 
shoe clerks. They have become 
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routine in the women’s departments 
of the popular-priced stores and the 
exclusive shops as well in some in- 
stances, but they are creeping into 
the men’s departments, little by 
little. Mann’s Shoe Store, an old- 
established firm in Pert Huron, for in- 
stance, had two women on the floor 
and not a single man on a recent visit. 
Other managers are looking toward 

[TURN TO PAGE 78, PLEASE] 
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WITH the approach of a new selling season the style 
departments of the St. Louis factories have been buzzing 
with renewed activity. Of course, it’s nothing like the 
pre-M-217 days, but within the bounds of the govern- 
ment restrictions, manufacturers are doing everything 
possible to give their Spring lines a fresh appeal—not 
so much to increase demand or to improve salability, 
for both are plentiful at present, but to provide their 
salesmen with a source of new enthusiasm. Such, they 
believe, will counteract some of the sobering effects of 
the limited quotas under restricted production. 


_ SWITCHING OF LASTS AND PATTERNS 


There is much switching of lasts and patterns. Bows, 
too, not only are being shifted, but parts of one bow 
are being combined with parts of another to gain new 
effects. The baby last with the cross back ankle strap 
is coming in for much attention. But the big news in 
the St. Louis style lines centers around two-tone spec- 
tators for Spring. The very fact that they will be avail- 
able is news. They will carry synthetic soles. Up until 
early August most manufacturers here felt that such 
shoes were prohibited under M-217, but upon receiving 
from WPB a specific interpretation of the M-217 order 
as amended July 28th, they found that two-tone shoes 
are permitted as long as they carry soles other than 
leather or rubber. A rather sudden and active demand 
for all types of synthetic sole materials has resulted. 
But in this field the supply situation is very tight. Be- 
sides the better known substitute materials suchas plastic 
and the resin-treated box board, much interest is now 
centering in a laminated sole made by pressing to- 
gether a number of layers of heavy weave cotton duck 
and adding an outer layer of plastic. The binder or 
cementing material is said to be scarce. 

When will the new lines be out? Most of the style or 
what were formerly referred to as novelty lines, are 
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expected to be out by the first week in October. Some 
will be out by September 15. The more conservative 
lines will come out October 15 to 30. A few will wait 
and open at the Shoe Fair November 1. Most make-up 
factories even now are booked up well into November 
so one might well ask: “Why the rush to get out so early 
when demand for shoes is still far in excess of supply?” 

Virtually all of the St. Louis factories will exhibit at 
the National Shoe Fair. However, the general feeling 
here is that so far as business volume is concerned, the 
War Conference will have little effect one way or the 
other. The attitude is one of cooperation—a willingness 
to go along. Yet a few manufacturers state frankly that 
they see no real need for the Fair during these times; 
the strain upon transportation facilities being their chief 
objection. 

Sales managers here report that some of the larger 
buyers are planning their trips to market as early as 
Labor Day, to buy shoes for delivery next January 
and February. 


MANUFACTURER—POLL ON RATIONING 


Has rationing of shoes accomplished its purpose? 
Eighty per cent of the St. Louis manufacturers think it 
has. Twenty per cent think it has not, according to a 
poll just completed by this writer. In the same poll the 
manufacturers were asked: “Under present-day condi- 
tions would you be in favor of eliminating entirely all 
rationing of shoes?” Eighty per cent said “No.” Of 
those who said “Yes” the chief reasons given were that 
such a move would put a stop to black market opera- 
tions as well as the production of poor quality non- 
rationed shoes at high prices. In the same poll the 
manufacturers were asked if they thought the industry 
would be better off if rationing were lifted on the lower- 
priced shoes only. The answers were 100 per cent “No.” 
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MANUFACTURERS in the New York area report 
pretty much the same situation as in the past few 
months. Materials, including sole and upper leathers, 
continue to reach them in small quantities and week 
by week. “Sometimes,” commented one manufacturer, 
“we wonder whether we are going to have enough sole 
leather to finish the shoes we are making.” On top of 
that, the supply of linings and other materials continues 
to be uncertain. Asked what kinds of shoes in what 
leathers they were making at the present time, manufac- 
turers all gave the same answer—all kinds, in what- 
ever leathers we can get.” Calf, kid, suede, reptile and 
patent leather shoes are all coming out of the New 
York factories. However, the leather situation is getting 
“tougher,” they report. Patent is one of the leathers that 
is getting scarcer. Asked about the use of fabrics, one 
manufacturer said that the lack of elasticized backing 
was making it more difficult to use fabric in his type of 
shoes. Another very high style quality manufacturer 
reported that he was still delivering white shoes. “They 
are buying entirely too many shoes,” was his comment 


on the present situation. A continued strong demand 
for dressy shoes on 21/8 heel is reported by several 
important New York factories. 

The labor situation is becoming tighter, too, accord- 
ing to several leading New York manufacturers of 
women’s shoes. More men are being taken for the 
armed forces. More women are being used to replace 
them, although most factories do not yet put them in 
the shoe-making room which has always been consid- 
ered exclusively men’s work. They are being used for 
cementing, clicking and roughing, as well as the tra- 
ditional women’s jobs. 

Casual shoe manufacturers continue very busy, with 
a strong demand for the better type of casuals, rationed 
as well as unrationed. Materials are difficult for them 
to get, but they are managing to keep up their deliveries 
in spite of material and labor shortages. House slipper 
manufacturers are encountering the same problems. The 
demand for these shoes is even greater than last year 
with an increased call for warm types, also for pretty 
embroidered ones. 


(S0sTOW 


FOR the time being, at least, the curve representing 
New England shoe production has been stopped in its 
downward path and has turned upward, though ever so 
slightly. Reporting on production for June, the New 
England Shoe and Leather Association, basing its con- 
clusions on an analysis of statistics released by the 
United States Bureau of the Census, points out that 
factories in Massachusetts, New Hampshire and Maine 
produced during that month 13,329,489 pairs. Massa- 
chusetts, also, has regained its supremacy, since its 
production of 7,628,322 pairs topped that of New York 
State by more than 400,000 pairs. 

State-by-state June gains in New England, as reported 
by the association, were Massachusetts, 2,5 per cent 
and New Hampshire, 2 per cent. Maine production de- 
creased 3 per cent. The gain for the three states com- 
bined was 1 per cent. These percentages, while not 
high, nevertheless represent a gain which is considered 
significant, particularly when compared with the May 
production figures which showed decreases of from 17 
to 25 per cent. 

The six-month comparison, January-June, still shows 
a decrease, though less than that of the January-May, 
five-month period. During the latter period the decrease 
was 15 per cent. During the former it was 13 per cent. 
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“The Massachusetts shoe industry,” the association 
reports, “employed approximately 37,000 workers dur- 
ing June and the average amount of total weekly wages 
paid them amounted to $1,034,630. This represented 
a decrease of 14 per cent in employment and an increase 
of 2 per cent in payrolls over the same month of last 
year. 

“Employment in the Massachusetts leather industry 
averaged 10,000 workers during June, a decrease of 5 
per cent from the same month a year ago. The average 
weekly payroll of $394,778 was 5 per cent higher in this 
period.” 

Manufacturers of women’s shoes, particularly those 
making the sturdier types, are reliably reported to have 
overcome at least one of the difficulties with which they 
have been confronted in manufacturing. Reference here 
is to the problem of getting a hard firm edge on. shoes 
soled with spongier leather than they have been accus- 
tomed to use in the past. This problem, it is said, has 
been met by subjecting the soles to any one of several 
treatments which firm it and permit an edge which is 
satisfactory, at least for the time being. 

Manufacturers here in the Northeast were not immune 
to the wave of optimism which swept the country when 
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HE IS A CAPTAIN 
OR A COMMANDER 


This single row of gold oak 
leaves — commonly called 
“scrambled eggs”— is worn 
by captains and commanders 
in the U. S. Navy. 
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Stetson shoes have been favorites with 
U. S. Army and Navy officers through- 
out three wars. They know the high grade 
of materials and the fine shoemaking that 
the Stetson trade mark identifies. 


We hope that you, also, will look for the 
Stetson diamond when you buy shoes. A 
limited number are available. And their 
quality is still of one kind only . . . the 
finest. THE STETSON SHOE Co., INC. 
South Weymouth, Massachusetts. 
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“More by the Pair, Less by the Year”’ 
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it became obvious that the fall of Sicily was imminent. 
If it accomplished nothing else, this optimism at least 
has had the effect of inducing planning for the period 
following the war. While details are withheld, partly for 
competitive reasons and partly because the picture to 
date has been painted in only roughly, the trend of 


CINCINNATI shoe manufacturers report some ma- 
terials shortages and serious manpower trouble but 
still hope and believe their production schedules can 
be maintained. The manpower shortage has been 
aggravated by the resignation of married women whose 
husbands were employed to avoid taxes. 

Instances are reported here of both man and wife 
being employed, sometimes in the same shoe plant, 
and the wife resigning because “she didn’t want the 
2G per cent pay-as-you go tax reduction made by em- 
ployers” or “the income of husband and wife threw 
them into high tax brackets.” 

Another manpower shortage may develop in the “re- 
turn-to-school” period just ahead since boys and girls 
of high school age meeting the employment legal re- 
quirements, have been holding down various jobs in 
shoe plants. 

All in all, a cross-survey of the industry reflects un- 
believably high production records despite the current 
obstacles. Plants are reported “sold up” from three to 
seven months. 

Cincinnati shoe manufacturers taking note of the 
Tanners Council of America report that increased 
slaughtering anticipated for August will not benefit the 
tanning industry immediately, were quick to agree that 
new hides will not get into process for another month 


AS manufacturers find themselves increasingly curtailed 
by lack of leathers, the interest in plastics grows. There 
has been widespread research on substitutes for sole 
leathers and now one of the large shoe concerns in Chi- 
cago announces its perfected plastic sole. Research and 
testings were carried on for more than a year, and 
although this sole is being used on some products, they 
have not yet reached full mass production so it will be 
some time before consumer demand can be adequately 
met. Every manufacturer re-emphasizes the need for 
the public to be informed that good quality merchan- 
dise is still available. That there is less quantity is 
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thinking is somewhat similar to that of the automobik 
industry. While pattern changes will be several in 
number, by and large the first lots of shoes to be pro- 
duced when restrictions are lifted, as it is hoped they 
will be, will not differ radically from those made during 
the days just prior to the imposition of those restrictions. 


and that desired increased leather supplies would not 
be available until around Christmas. 

Spokesmen referred to the fact that “It takes three 
to four month to process sole leather and manufacturers 
who have dire need of supplies will no get the leather 
for months.” 

While manufacturers were expressing themselves 
as happy to know that August slaughtering figures will 
he above the 1942 level, they pointedly asserted that 
slim pickings in sole leather coupled with manpower 
shortage and some stringencies in findings would re- 
main a threatening throttle on production for the final 
quarter of 1943. 

Manufacturers shared with tanners the optimistic view 
that the increased slaughter would lead the War Pro- 
duction Board to lift the 70 per cent of 1942 average 
restriction on processing operations to augment the sup- 
ply of processed hides. 

In the Cincinnati area, shoe plant executives have 
been waging a steady battle against a triple threat on 
production: manpower scarcity, decreased supply of 
good sole leather and, in some instances, shortage of 
other supplies. 

Back orders fill the books and in some plants, sales- 
men and plant executives have been walking a tight 
rope to keep customers happy on deliveries. 


self-evident, but quality is still to be had. There are 
several houses who believe that the reduced tannage of 
hides in this country will soon result in greater imports 
from South America. However, this is surely open to 
question since the Argentine, the largest producer of 
cattle, is at present writing not in the good graces of 
the State Department. However, with the decline of 


the pasturing season in the U. S., it is likely that there 
will soon be a considerable influx of cattle (and hides) 

to the slaughtering houses. 
The increase allowed in the manufacture of children’s 
[TURN TO PAGE 80, PLEASE] 
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Today, the Boot and Shoe Recorder—the “Na- 
tional Voice of the Trade”—offers the largest 
and most responsive audience in its 61-year his- 
tory of leadership. 

Never before has the shoe retailer been so alert 
to new ideas, in products, service, merchandising* 
and planning. 

The improved wartime Boot and Shoe Re- 
corder meets this new opportunity for service, 
this increase in readership and interest, with more 
information, more interpretation, more guidance 
—and thus becomes an even more effective vehi- 
cle for your wartime message. 

Your advertising today can accomplish 
more, too. It can sell your product, and its 
wartime value. It can maintain brand-con- 
sciousness, And, it can contribute ideas and 
support, to the retailer, to the industry, and 
to the war economy. And, through this 
“service” advertising it can build a reserve 
of good-will for the big post-war surge of 
business. 

It cam best do these jobs, of course, in the 
pages of the new Boot and Shoe Recorder . . . 


— 





beside thought-and-action guiding editorials; the 
authentic Washington shoe-industry news; along 
side the eagerly-read columns of the Recorder’s 
large staff of style and merchandising writers; 
and in the company of the nation’s outstanding 
shoe manufacturers, suppliers and services. 

This month, next month, and in the pre-post- 
war period just ahead, your Boot and Shoe Re- 
corder advertising will bring you immediate and 
far-reaching results. Now published twice a 
month, on the First and Fifteenth. 
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Not a Come-Down, Say the 
Two Daughters of Chicago 
Merchant, Who Today Help 
Dad in His Family-Run Com- 
munity Store Where Custom- 
ers and Employees Call One 
Another by Their First Names 


1bie’s Irish Rose brought up to date. Martha Kretz, 
now Mrs. Leo Zech, in her air-raid warden uniform— 
shown here with a friend. 


QUT on the northwest side of Chicago in a section 
which was just beginning to feel the start of a real 
estate expansion, William Kretz opened a shoe store in 
1907 at 3568 Armitage Avenue. Here over a period of 
36 years this store has become an integral and intimate 
part of the community and Mr. Kretz today is serving 
customers who are the third generation of the families 
he first sold at the start of his business career. His 
store is truly a family institution, with his son Albert 
and his two daughters, Helen and Martha, all active in 
the business. Almost without exception, every customer 
who comes in knows the members of the Kretz family 
well enough to call them by their first names. 

While it may not be extraordinary for a store to be 
run solely by a family unit, yet it is exceptional to 
count among your sales force an honest-to-goodness 
glamor girl who, not so many years ago, had the lead- 
ing role in a play which still holds the record for the 
longest continuous run in stage history. 

In 1924 one of the Chicago daily papers held a beauty 
contest which was won by Martha Kretz, a lovely look- 
ing girl with naturally curly hair, small dainty features 
and brilliant, deep-set eyes. Martha was at that time 
a drama student. Upon being chosen the beauty win- 
ner, she was offered the leading part in the Chicago 
company of “Abie’s Irish Rose.” For two years, 1924 
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and 1925, Martha played the part of Rose Mary Mur- 
phy, while her sister Helen had the role of her brides- 
maid. Then the girls were transferred to the New York 
company where they continued in this uproarious com- 


edy through 1928. 


BoTH girls then decided they had had enough of 
Broadway's bright lights and returned to Chicago where 
they entered their father’s business. And here they are 
today—happy, friendly, and as pleased in selling a 
satisfied shoe customer as they once were to please their 
theater patrons. Martha, now Mrs. Leo Zech since 1940, 
tells you that since her marriage she is part-time help 
as she works at the store only during rush times. But 
hers was an invaluable role during that recent drama, 
“The Last Days of Coupon No. 17,” when Kretz’s store. 
like all shoe stores, was filled to overflowing with last- 
gasp customers eager to use their coupons. So great 
was the rush of business that they had no time to fit 
shoes on the feet. Customers were measured, model 
selected, wrapped up and the sale was made. 

An interesting fact is that up to the present not one 
pair of shoes has been returned for credit or exchange. 
Mr. Kretz takes justifiable pride in this and maintains 
that it is an indication that they know their customers’ 
needs and tastes and that their customers knew Kretz’s. 
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Look for Value 
In Casual Shoes 


[CONTINUED FROM PAGE 37] 


demand, and get, “pre-war” quality in 
the few styles they are buying. One 
New York retailer expressed the opinion 
that his customers can’t be fooled. 
“They still use the old-fashioned yard- 
stick,” he says. “They know what shoes 
are worth buying and they didn’t buy 
many cheap play shoes.” 

There are two types of casual shoes 
to consider for Fall. Some stores ex- 
pect to do good business on rationed 
casual shoes, well-constructed and of 
good leather. These shoes have nothing 
to do with the play shoes we have been 
discussing. They belong in the category 
of real shoes and are worth a ration 
coupon and the middle price bracket 
which they have been in right along. 

But, besides these casual shoes bought 
with No. 18 coupon, there will be a 
certain number of unrationed shoes 
substantial enough to be worn to re- 
place rationed shoes for wear with 
casual town clothes. Just because some 
manufacturers have taken advantage of 
rationing and turned out play shoes 
not worth making is no reason for con- 
demning all play shoes. And certainly 
no reason for not studying the market 
this Fall to find the shoes which are 
worth having on hand for that extra 
coupon-free sale. 


Marines in South Pacific 
Are Kept Well Shod 


[CONTINUED FROM PAGE 43] 


Louis, repaired shoes for his father at 
the Quality Shoe Repair Shop, 2019 
Salisbury Street. He enlisted last 
August and received his recruit training 
at San Diego. 

Private First Class Louis Jumonville, 
son of Mrs. Lottie Jumonville of Norco, 
worked in his grandfather’s shoe repair 
shop before enlisting last October. He 
received his recruit training at San 
Diego. 

Private First Class Walter Meyer, son 
of Mr. and Mrs. Walter R. Meyer of 

m, was a farmer with a mechan- 
ical bent before enlisting last July. He 
received his recruit training at San 
Diego, and has attended Motor Trans- 
port and Quartermaster School in addi- 
tion to Mechanic’s School. 

First Lieutenant Leo F. Halatek, was 
recently promoted to that rank from 
second lieutenant. He enlisted as a 
Private in September, 1941, and was 
Staduated from the University of 
Illinois in 1939. Commissioned last 
June at Quantico, Va., he served at 
New River, N. C., before going over- 
Seas. 
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The unique internal construction of Health Spot Shoes in- 
corporates all of the desirable features needed for the 
prevention and correction of common foot ailments. The 


value of these “hidden virtues” shows up in the comfort 


experienced by Health Spot Shoe wearers. 


The accompanying illustra- 
tion demonstrates three out- 
standing features built into 
the Health Spot Shoe to main- 
tain the foot comfortably in 
proper position. 


1. Shaped insole to support 
metatarsal arch 


2. Shank and plastic mate- 
rial to support outer arch 


3. Wedge between insole and 
outsole to support heel 
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1. Patent No. 1,850,977 
2. Patent Nos. 2,150,779 and 


2,290,988 
3. Patent No. 1,916,198 


Health Spot Shoe fitters find it easy to convince customers 


of the correctness of Health Spot Shoe construction by ex- 


plaining how these three important features combine to 


support the feet in a strong, comfortable position and pre- 


vent the many foot ills which are traceable to improperly 


designed or constructed shoes. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


Let us help you to locate where you can do the most good 
for those who need corrective or orthopedic shoes. Write 


for brochure and application. 


MUSEBECK SHOE COMPANY 


Danville, Illinois 
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Films Help Teach 
How to Sell Shoes 


[CONTINUED FROM PAGE 48] 


arranged in logical order by sequences 
to illustrate principles of efficient sell- 
ing. This pictorial element is amplified 
by a synchronized talk on record, in- 
terspersed with dialogue and miscel- 
laneous sound effects including music. 
Thus, in addition to picturing proper 
actions on the sales floor, the record 
suggests what the sales person may 
say and how to say it in given situa- 
tions. Titles of the films are: 
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1. Getting them talking (66 pictures) 

2. Being agreeable (97 pictures) 

3. Getting together (92 pictures) 

4. Keeping your neck in (72 pic- 
tures) f 

5. Telling the whole story (65 pic- 
tures) 

However, any shoe retailer may now 
secure this series of slide-films for his 
own use in doing his training. Uses 
are, first, to use the films as the basis 
of a rapid-fire short course in selling 
by the dealer; second to use the five 
slide-films as a foundation to build up 
a program of training by the individual 
dealer; and, third, to integrate the pic- 


tured material with any training pro 
gram the individual dealer may have 
already established. 

It should be borne in mind that, 
prior to the outbreak of the war, sales 
training films of various: types were 
made to order for individual employers, 
However, this series of slide-films being 
basic, follow along the lines of most 
war training pictures being used today. 


When He Can’t Fit New 
Shoes He Repairs Old 


[CONTINUED FROM PAGE 50] 


recommendation means so much to the 
strangers looking for a dependable mer- 
chant or repair man. 

In keeping with his war policy of 
emphasis on shoe renewing and main- 
tenance, Mr. Paulos has recently re. 
modeled his store to include a large 
sign across the back which attracts 
the attention of inside customers, and 
which may also be read through the 
door from the sidewalk. 

Needless to say, Mr. Paulos, like all 
first class shoe rebuilders these days, 
has all the repair work he can handle 
and is faced with a labor shortage, 
which problem he has solved by making 
use of his young sons whenever pos- 
sible. 

“IT let them do some of the easier 
jobs, like shining, and stacking new 
stock, and getting customers’ orders 
for repairs. This relieves me of some 
of the lesser jobs that take time.” 

Shining and dyeing are two phases 
of the maintenance field that Mr. Paulos 
does not neglect. “Often a customer 
will buy a pair of good quality white 
shoes, if they know they can get a 
first class dyeing job when the season 
changes; thus they really purchase two 
pairs of shoes. It has a good effect on 
the women who are used to buying 
shoes to fit the season,” Mr. Paulos 
explains. 

In the line of non-rationed merchan- 
dise Mr. Paulos has found that extra 
displays of comfortable house slippers 
for both men and women goes over 
especially well with defense workers. 
“Many people unaccustomed to pro- 
longed standing are now working on 
their feet for long shifts,” says Man- 
ager Paulos. “A comfortable slipper 
has its appeal and most certainly sells 
if prominently displayed in an attrac- 
tive manner,” he continues. Mr. Paulos 
includes slipper showings in his reg- 
ular shoe window trims. A special show 
case inside his store displays slippers 
of all sorts with an attractive color 
arrangement. 

The purchase of slippers is suggested 
with most shoe sales; Mr. Paulos says 
this: method finds a ready response 
among the workers—‘“especially when 
the customer realizes through the sug- 
gestion that he will save materially in 
wear and tear on his rationed shoes.” 





Boot and Shoe Recorder 






















z pro- 
have 


that, 
, Sales 
were 
oyers, 
being 
most 
today. 


to the 
> mer- 


icy of 
main- 
ly re 
large 
tracts 
3, and 
h the 


ke all 

days, 
1andle 
rtage, 
aking 
P pos- 


easier 
> new 
orders 

some 


»* 


hases 
-aulos 
tomer 
white 
pet a 
eason 
e two 
ect on 
uying 
aulos 





Training Program Teaches 
Women to Sell 


[CONTINUED FROM PAGE 33] 


dassroom, and the students “sell” them 
to each other. Their instructor watches 
them closely from the moment the 
trainee “customer” enters the “store” 
until she leaves with her shoes. He 
observes the approach, counter-sales 
resistance and customer courtesy as 
well as fitting and less important de- 
tails, although he overlooks nothing. 

Smallest details are taught 
trainees. For example: 

“One thing we do is to impress the 
trainees with the importance of respect- 
ing the customer’s old shoes,” said Mr. 
Fitzgerald. “Every student is taught 
to place the customer’s shoes to one 
side, out of the way, and not to throw 
them on the floor or kick them under a 
chair if they happen to get in the way. 
It’s surprising what a difference this 
makes to many customers.” 

Trainees are taught always to rise 
when the customer walks to the mirror 
to inspect new shoes. 

“We don’t want our salespeople sit- 
ting on the fitting stool while the cus- 
tomer is looking in the mirror, perhaps 
ten yards away.” 

When the customer has decided on a 
shoe style and the proper size is ob- 
tained, the next thing students must 
remember is to be certain the customer 
wears both new shoes to the mirror— 
not just one. 

Another thing the prospective sales- 
woman must prevent is allowing the 
customer to have more than three pairs 
of shoes before her at a time. She 
must take back shoes which do not 
attract the customer’s attention so that 
the choice of selection will not exceed 


the 


Students are taught how to take 
shoes from their box, how to replace 
them, how to hold the shoe to drama- 
tize it and show its fine points, how to 
use a shoe horn, how to tie laces so the 
loops are attractively horizontal and 
the single ends even. She is instructed 
not to show a strap shoe with the 
buekle unfastened or lace shoes with 
laces flapping. Buckles must be fas- 
tened and laces concealed inside the 
shoe. At the conclusion of the course, 
each trainee must pass a written exam- 
ination. Typical questions are: 

How many bones in the foot? How 
Many arches? What are the weight 
tearing parts of the foot? What would 
you do if a customer’s sitting measure- 
ment and standing measurement varied 
afull size? What are the different shoe 
patterns? What are the various shoe 
Parts? What are the different types 
er used? How is patent leather 


The examination concludes formal 
Glassroom instruction. Up to this time, 
the trainee has not been on the floor, 
nor will she be selling. shoes for some 

yet. Her next assignment is to sit 
in the department and observe the work 
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ef experienced salespeople to determine 
the most effective use of the things she 
has learned. Several hours a week are 
spent in this manner. 

Still she is not ready for-the floor. 
After this part of her training, she is 
sent to the stockroom. She must have 
a thorough knowledge of the shoes she 
is to sell. And finally, after several 
hours a week in the stockroom, she is 
ready to start selling shoes. 

Mr. Fitzgerald developed his own 
training program on the basis of the 
Emporium’s experience. He does not 
depend upon a manual, although he oc- 
casionally refers to one and assigns 


reading from manuals. He speaks from 
notes, preparing each lesson after one 
has been finished, thus being able to 
present information keyed to the needs 
of the class. 

The Emporium’s training program is 
continuous. While Mr. Fitzgerald is 
putting. through one class, another is 
being formed. This is necessary, he 
said, because there still is considerable 
turnover in employment in spite of the 
use of women. Some of the salespeople 
are Army and Navy wives and fre- 
quently have to leave their jobs when 
their husbands are transferred to other 
areas. 
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Avoid Careless, Wasteful Use of 
Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Trade Leaders Endorse War Meeting 





Believe That November Get-Together in Chicago Will Result in Saving 
of Transportation and Travel Facilities 





HAROLD C. KEITH 


New YorkK—Irving E. Grossmann, 
general sales manager for I. Miller & 
Sons, manufacturers of fine women’s 
footwear, and Harold C. Keith, presi- 
dent of the George E. Keith Co., and 
past president of the National Boot and 
Shoe Manufacturers’ Association, both 
belive that the Shoe Industry’s War 
Conference and Market Week, to be 
held in Chicago, November 1, 2, 3 and 
4, will serve a useful and constructive 
purpose in bringing shoe merchants 
and manufacturers’ representatives to- 
gether in a way that will result in an 
actual saving of transportation and 
travel facilities. 

Commenting on the meeting, Mr. 
Keith said: 

“The volume of business actually 
booked at the National Shoe Fair last 
November clearly indicated the impor- 
tance of bringing retailers of the coun- 
tty to Chicago,” said Mr. Keith re- 
tently. There they can contact their 
Sources of supply, place their orders 
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IRVING E. GROSSMAN 


and obtain first-hand information about 
raw materials, deliveries and Govern- 
ment requirements so necessary to have 
in planning their Spring business. 

“Our company, by contacting store 
managers and customers in the West, 
will save a tremendous amount of travel 
by salesmen and executives throughout 
the year. We believe the War Confer- 
ence and Market Week in November, 
1943, will be the most worthwhile for 
the Industry.” 

Asked by Boot AND SHOE RECORDER 
for his views on the value of the War 
Conference and Market Week, Mr. 
Grossman said: “I was in the midst 
of planning territory contacts for our 
traveling representatives and it was 
quite evident that in order to properly 
serve our distributors—to sell them in- 
telligently, we would be compelled to 
send all men into the field again during 
the month of November and the early 
part of December. Now that we can 
look forward to meeting our dealers in 

{TURN TO PAGE 90, PLEASE] 





To Use Dubbing 
On Service Shoes 


Boston, Mass. — Specifications on 
September and October deliveries of 
Army Service Shoes, Type 3, have been 
revised to include the placing of a one 
and three-quarter ounce container of 
dubbing in the left toe of each pair, the 
Boston Quartermaster Depot an- 
nounced recently. The containers of 
dubbing will be furnished to contrac- 
tors by the Quartermaster Corps. 

Tentative Specification BQD No. 110, 
dated June 18, 1943, for shoes, service, 
reversed uppers, originally called for 
a two and one-quarter ounce container 
of dubbing to be supplied by the con- 
tractor with each pair of these shoes. 


Baltimore Shoe Club 
Enlarges Membership 


BALTIMORE, Mp.—In view of the com- 
plex and confusing issues which have 
arisen in the shoe industry since shoe 
rationing went into effect, the Balti- 
more Shoe Club, of which Nathan 
Schenthal is president, has unanimously 
decided to open its membership to man- 
ufacturers, shoe jobbers and salesmen 
in the Baltimore area, and managers of 
chain shoe stores in Baltimore. The 
Baltimore Club was formed a little 
over a year ago with about fifty mem- 
bers, representing the city’s shoe store 
owners, managers and shoe buyers. The 
group, of which Paul Friedberg, shoe 
buyer at Hochschild, Kohn & Co., is 
secretary, holds a business meeting fol- 
lowed by a luncheon once a month. 

The expanded policy of membership 
was agreed upon to promote better un- 
derstanding of current problems and 
rationing developments, to clarify Fed- 
eral instructions, and to present a more 
solidified front when Baltimore shoe 
men offer suggestions or register com- 
plaints with the OPA or the WPB. 

A committee has been appointed by 
Mr. Schenthal to approach prospective 


[TURN TO PAGE 88, PLEASE] 
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Reason for Shortage of Rubbers 





It was not at all unusual to see from forty to fifty people gathered around viewing 

the above display installed recently in one of the windows of the Nordstrom Shoe 

Store in Seattle, Wash. The display was created by “Tommy™ Thompson and con- 

sisted of articles of rubber made by the United States Rubber Co.—a visual expian- 

ation of why it has been impossible for civilians to obtain all the types and 
styles of rubber footwear available before the war. 





Shoe “Swap Centers” Urged by OPA 





Washington Agency Publishes Plan to Relieve Shortage in Children’s 
Footwear — Expert Fitting and Disinfection 
Included in Recommendations 


WASHINGTON, D. C.—The shortage 
in children’s shoes plus the need of 
leather for the armed services has led 
the Office of Price Administration to 
take official cognizance of the so-called 
“Swap Centers” for children’s shoes 
which have been tried out in a number 
of cities and towns and to formulate a 
plan for such centers which has been 
issued in pamphlet form for distrib- 
ution by the OPA Field Information 
Staff. 

It is recommended in this pamphlet 
that women’s clubs, parent-teacher as- 
sociations, church groups, the women’s 
auxiliaries of various unions and other 
organizations be contacted and inter- 
ested in this project; and detailed 
plans, to be adapted to the needs of 
different communities have been set 
up. “The obvious effectiveness of a 
Swap Center” it is pointed out, “is 
dependent upon four things: 

“1. Collecting and maintaining a 
sufficient assortment of sizes and types 
of shoes so that as may children as 
possible will benefit. 

“2. Guarding against any chance 
that the Swap Center may be looked 


7% 


upon as a salvage project, or that it 
is of a charitable nature. On the con- 
trary, it should be regarded as an im- 
portant wartime conservation measure, 
aimed at making the supply of shoes on 
the home front go as far as possible. 
It should benefit everyone, regardless 
of income. 

“3. Making sure that every pair of 
shoes is disinfected before it is re- 
issued. Mothers are naturally anxious 
about their children’s wearing shoes 
previously worn by other children. This 
problem will be overcome at its source 
by disinfection. 

(See Supplement For Disinfecting 
Methods Approved By U. S. Public 
Health Service.) 

“4. Proper fitting is also imperative. 
An adult thoroughly trained in shoe 
fitting should, at all times, be in 
charge of fitting the shoes, for it is of 
utmost importance that each child re- 
ceive the proper size. A child’s foot is 
a rapidly growing, flexible formation: 
If you cramp it, the ultimate bone 
structure will become distorted. 

(See Supplement For Fitting Sug- 
gestions Approved By the Joint Ortho- 
pedic Nursing Advisory Service.)” 


Nylon Laces for 


Service Shoes 


Boston, Mass.—Contractors making 
Army service shoes were informed by 
the Boston Quartermaster Depot re- 
cently that effective October first all 
shoes of this type are to be delivered 
with nylon laces instead of the laces 
called for in present specifications. 


The new laces will be furnished by 
the Boston Quartermaster Depot with- 
out expense to the contractors, it was 
stated. 


Urges Early Use 
Of Coupon 18 


CINCINNATI, OHIO.—“The shoe con- 
suming public must be informed that 
it may be folly to wait until late Oc- 
tober to exercise use of Coupon 18,” 
Edward C. Orr, president of the Potter 
Shoe Company, Cincinnati retailers, 
and vice-president of the National Shoe 
Retailers’ Association, said here re- 
cently. Mr. Orr disclosed that Potters 
will use paid display advertising in 
Cincinnati newspapers to herald the 
“warning.” 

“From the experiences recorded in 
the closing days of usability of Cou- 
pon 17, customers may save themselves 
time, trouble and energy by making 
their purchases before the deadline,” 
Mr. Orr added. 

More even retail trade, better service 
to customers and choicer selections are 
available if retailers can encourage 
their patronage to buy shoes when 
needed and not await the pile-up at the 
deadline. 


The text of the first advertisement— 
a full newspaper page—was as follows: 

“Forgive us if we appear too solemn, 
but we sincerely want to urge you to 
avoid disappointment and inconvenience 
later, by making use of your No. 18 
coupon NOW. 

“Remember the week preceding June 
15? You couldn’t get waited on! After 
an interminable time, the salesperson 
you finally waylaid, informed you that 
they were out of your size, as well as 
the style, you had your heart set on. 
The salespeople were harassed and up- 
set by the confusion, and worried over 
the disappointments of the many cus- 
tomers whom it is their pride to please. 
We want you to have the shoes you 
want, with the leisurely service that 
insures courtesy. There are plenty of 
shoes for everyone, and we know that 
you will be pleasantly surprised at the 
wide selection to be found on our 
shelves at the present moment. We 
would like to have them so distributed 
that everyone will be satisfied. 

“This can be accomplished readily if 
you will onlv make use of your No. 18 
coupon NOW, instead of waiting for 
the stampede which is apt to take place 
prior to the end of this coupon period.” 
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Taking the Shoe Store 
To the War Worker 


[CONTINUED FROM PAGE 35] 


Largely because of restrictions on 
materials and construction, there has 
been little attempt at elaborate store 
“fixings.” Counters, racks, cash regis- 
ters and other equipment were taken 
from reserves at the main store. 

There is little burden on the store in 
the matter of promotional activity. 
Excellent cooperative programs have 
been developed by the personnel depart- 
ments at each of the plants, working 
with Bamberger advertising depart- 
ment, and the plants plug the out- 
posts over their public address systems, 
through distribution of circulars and 
other printed material, some of which 
is supplied by the store, and in house 
organ and other publicity. The an- 
nouncements call attention to the gen- 
eral program and to specific items and 
special offerings. 

Despite the fact that facilities for 
arranging any of the store’s four types 
of charge or deferred payment plans 
and for delivery of merchandise are at 
hand on the scenes of operation and 
are advertised by placards and P.A. 
announcements, the business is develop- 
ing strongly along cash and carry lines 
—much to the delight of everyone con- 
cerned. 


OPA Asks 4-Day Clinic 


[CONTINUED FROM PAGE 28] 


contribution to the War Effort in ad- 
vising and instructing many merchants 
in more efficient compliance with shoe 
rationing orders and the necessity of 
conserving the nation’s shoe and leather 
supplies to provide the needed foot- 
wear for the armed forces and civilian 
requirements. 

The Clinic being planned by OPA, 
Footwear Rationing Branch, will be 
held on the four days of the Shoe In- 
dustry War Conference and Market 
Week in Chicago, November 1-2-3-4, 
1943, on the mezzanine floor of the Mor- 
rison Hotel, adjacent to the National 
Shoe Retailers’ headquarters, where 
visiting shoe men register. 

The dual war conference and market 
week is jointly sponsored by the Na- 
tional Shoe Retailers’ Association and 
the National Boot and Shoe Manufac- 
turers’ Association through a joint com- 
mittee representing each of the associa- 
tions who direct all activities of the 
meeting. 


——. 


Shoes of Fighting Men 
Featured in Ad Copy 


NASHVILLE, TENN.—Scheduled to ap- 
pear during the nationwide 3rd War 
Drive, new Fall and Winter ad- 


vertising for Jarman Shoes for Men . 
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will feature a unique handling of War 
Bond copy, closely tied in with the prod- 
uct. 

Each ad in the series is designed so 
that one-third of the space is devoted 
exclusively to a dramatized War Bond 
appeal. Shoes of fighting men, pic- 
tured in full color in battle surround- 
ings, get attention for the personalized 
Bond copy. Each War Bond message 
is accented with a red, white and blue 
service star. 

The new campaign maintains a “fam- 
ily resemblance” to last Fall’s Jarman 
shoe horn campaign, which won recog- 
nition in both the Chicago Art Direc- 


tors Club and the New York Art Direc- 
tors Club exhibitions. The new Jarman 
series will run in full color in The Sat- 
urday Evening Post and Life. 


Merchant in Service 


SEATTLE, WASH.—Fenton E. Winans, 
proprietor of Baxter’s Shoe stores in 
Seattle and Tacoma, reported for duty 
at Fort Lewis recently. Guy Ervin, 
assistant Manager, will be in charge of 
the stores during Mr. Winan’s war ser- 
vice. 
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Review of the Retail Trade 


this solution to a vexing problem. 

“Business has been holding up 
well, with just a little vacation slump 
that we’re grateful for,” Steven J. Jay, 
vice-president of R. H. Fyfe and Com- 
pany, summarized for the shoe mer- 
chants of Detroit. 


“Everybody is looking for new 
types of shoes—in the few new types 
that we do have,” Mr. Jay said. “The 
fact that this is just between seasons 
has tended to cut down sale of shoes 
as well.” 

Sales of unrationed play shoes have 
been “terrific” in most stores, and 
many merchants found their stocks 
wiped out of all but the most extreme 
novelty items. The corrugated style 
wood soles proved only fair sellers, for 
instance. 

Heavy buying in children’s depart- 
ments was reported in many stores, 
notably Fyfe’s and, for a large de- 
partment store, Crowley Milner and 
Company. Difficulties in getting 
stocks of children’s shoes were re- 
ported in the latter case, but sales 
have been close to spectacular. 

Business has been away up in this 
store (Crowley’s) in the women’s de- 
partment, according to Lawrence E. 
De Sylva, assistant shoe buyer. Stocks 
are coming through nicely from the 
manufacturers now in women’s lines, 
and the supply headache of a few 
months back appears to have been 
solved. 

Promotions locally are away off. 
Retail merchants in Detroit have 
agreed to stop practically all special 
price events, and are _ featuring 
standard shoe lines in their advertis- 
ing. As Mr. De Sylva commented, 
“We are not anxious under condi- 
tions to stimulate business, and are 
just carrying on.” Total volume of 
shoe advertising has not dropped seri- 
ously in the past few weeks, but it is 
far down from a year ago. The little 
advertising done for the odd lots sales 
drew crowds that looked like the last 
days before the expiration of No. 17 
stamp. 

Such advertising as is being done 
features “sensible” shoes rather than 
novelties of any form. Fyfe’s, for in- 
stance, has been stressing very con- 
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servative but distinctive walking shoes 
for women, while in men’s lines their 
most “sporty” item was probably 
white buckskin, featured with a 
military toe. 


DALLAS SHOE PROMOTIONS 
DELAYED 


Vicrory, clear and without con- 
fusion, has been achieved by Dallas 
shoe dealers in their rule to discon- 
tinue fittings on bare feet. Such is 
the concensus of managers. Women 
who come in the stores without hose 
do’ not hesitate to purchase peds for 
their fittings. Dealers had two fac- 
tors in their favor to make the rule 
work. One is a city ordinance against 
bare fittings, and the other is due 
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“N. Hess & Sons, Baltimore, Md., take 
this pictorial way of warning men not 
to wait until the last minute if they 

really need shoes now. 


to an epidemic of infantile paralysis 
which has swept the city and the state 
in late weeks, with all health depart- 
ments bearing down strongly on rigid 
sanitation as a preventive against 
further spread of the disease. 

Nearly all stores are showing cloth 
shoes with synthetic soles in the win- 
dow displays. Many feature plainly 
the slogan “Ration Free.” Seen, also, 
are displays of Summer and Fall 
suedes. Invitations to customers to 
use the “lay-away plan” is general, 
both with the department houses and 
the exclusive stores. 

Promotion, for the most part, has 
been delayed, due to an uncertainty 
as to the date of school opening. The 
polio wave may cause a delay. 

One back-to-school promotion that 
began in the national circulation field 
with a page ad in Mademoiselle, Au- 
gust issue, has been employed by 
Paul’s Shoes, Inc. The ad was re- 
peated in newspaper advertising. 

A further hook-up was the use of 
the original drawing made for the 
magazine ad as a centerpiece in the 
window. This had been done in col- 
ors for the purpose of this display. 

Paul’s Shoes, Inc., with home-office 
here, operates in Dallas, Houston, 
San Antonio, Beaumont, and Fort 
Worth in Texas, and in Oklahoma 
City, Kansas City, and Memphis. 
Each of these stores is signatory to 
the Mademoiselle ad, which gives this 
promotion an eight-way spread. 

Volk’s had as a window display an 
inflated rubber life-saving craft used 
by the U. S. Navy which attracted a 
great deal of attention. Small cards 
described all the parts of the craft 
and the items of equipment that go 
along with it. 


WHITES STILL SELL IN MIAMI 


AN unusual situation prevails in the 
Miami area for this time of the year 
in that a good 50 percent of shoe 
sales are white. Some shops do not 
show this percentage, but the aver- 
age taken from a number of sources 
indicates that. whités are unusually 
strong. One of the oldest and best- 
known shoe salons on Lincoln Road, 
Miami Beach, reports that as of this 

[TURN TO PAGE 91, PLEASE] 
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“How rich are they that have patience” might 
well have been written for the shoe industry. 
In these war-tried times, with depreciations, 
restrictions, requisitions, shortages presenting 
daily challenges to integrity as well as to in- 
genuity—it's easy to lose patience. Yet in all 
good business as well as good fellowship. 
we ask you to continue to be patient in await- 
ing the inevitable day when American Oak's 
top grade sole leather will again be readily 
available for civilian shoes. Today all of it is 
requisitioned for our Army, Navy. Marines. 
Your patience, as well as their powder, can 
speed the winning of this war! 


THE AMERICAN OAK LEATHER CO. 
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the gracious lady of 
kidskin. I'm used in 
a lot of Baby Deer 
Shoes, and I’ve 
always turned in a 
stellar performance 
.+. War Of nO war, 





Mothers still insist on white shoes 
for infants and small children . . . so 
Trimfoot has them in great pre- 
domience, featuring such leathers 
as these white tannages of the John 
R. Evans Leather Company. 













rough, tough and 
ready, like the 
grained Brogandi 
goatskin I stand for...as com- 
fortable and rugged a leather 
as ever went into a service- 
able shoe. You'll find me in 
Trimfoot Pre-School Shoes. 























I'm sincere and 
honest, rugged 
but airy. A glut- 
ton for punish- 
ment. I always 
come up smiling. 
I'm used in Baby 
Deer “Trainers 

fog fiest. steps, 
where my soft- 
ess is doubly 





im portant. 


TRIMFOOT CO. ¢ TRIMFOOT TERRACE ¢ FARMINGTON, MO, 
TRIMFOOT 


BABY DEER SHOES 





ANNO 


PRE-SCHOOL SHOES 









We stand for 
good, honest, 
long wearing leath- 
ers like our friends 
here...and for well 
made, well fitting 
footwear for chil- 
dren from birth to 
the fifth year. 








Manufacturing and Markets— 
Chicago 
[CONTINUED FROM PAGE 68] 

shoes has had a salutary effect on both 
the producer and the consumer. This 
governmental allowance came at a for- 
tuitous time, for retailers as well as 
mothers were beginning to worry about 
the school footwear of Junior and Sally 
Jane. All children’s shoe shops report 
a decided increase in activity lately. 

Where in normal times a!] demand 
from the manufacturer for white and 
play shoes was definitely finished by 
July 4, this year sees that demand con- 
tinuing. Both manufacturer and job- 





ber receive many orders each day ask- 
ing for Summer-type shoes, most fre- 
quently in the unrationel category, to 
be sure. But what surprises them is 
the fact that they are asked for at all 
so late in the season. 

It is human nature to want what you 
can’t get and the curtailment on two- 
tone spectator sports pumps has made 
the public more avid than ever to own 
them. Recently a number of houses 
brought out unrationed shoes of this 
category and they sold like the pro- 
verbial hot-cakes. Among the newest 
of plastic soles used on these shoes is 
one of chlorite. These have extreme 
resiliency in the soles which can be 


bent practically double, but still haye 
the basic firmness so the shoe retains 
its shape. Another comparative new. 
comer in substitute soles are thoge 
made of deck canvas, the kind of fabric 
used on battleships. Several thicknesses 
are cemented together and the result. 
ant sole is one of great sturdiness plus 
absolute impermeability to water. These 
are combined with fabric uppers. Thus 
as time goes on there are new depar- 
tures in sole construction, some of them 


| definitely designed for unrationed shoes, 
| while others are used with leather up- 


pers and therefore not ration-free. 





Spring Opening to Be 
Held in New York 


New York City—The twelfth An- 
nual Shoe Manufacturers’ Spring Open- 
ing will be held at the Hotel New York- 
er, October 17, 18, 19 and 20. 

This will be the only National Shoe 
Exposition held in the East for Spring 
buying this Fall and the usual large 
attendance is expected. Display rooms 
are limited to two hundred exhibitors 
and several Penn Zone hotels will house 
the shoe buyers, owing to the crowded 
hotel conditions in New York. 

A feature of this show will be the 
display of a large number of non-ra- 
tioned shoes, many of them making 
their first showing at the New Yorker. 
Eugene A. Richardson of Boston is the 
managing director of the show. 





Army Orders Boat and 
Service Shoes 


Boston, Mass.—It is announced at 
the Boston Quartermaster Depot that 
the United States Rubber Company 
has been awarded a contract to make 
30,000 pairs of the so-called “safety 
sole boat shoes” for the United States 
Army. Other purchases include 1,198, 
000 pairs of sole leather taps for Army 
repair work; 20,000 each of toe and 
heel plates; 14,490 pairs of black rub- 
ber whole heels for the repair of men’s 
shoes; 2751 pairs of rubber heels and 
2751 pairs of sole leather taps, both 
for WAC shoes; a small quantity of 
lasts, both oxford and Munson; 325,729 
pairs of rubber taps for Type III ser- 
vice shoes; 20,340 pairs of Type II ser- 
vice shoes with composition soles to be 
made by the International Shoe Co; 
and 1896 pairs of Type III service 
shoes to be made by A. R. Hyde & 
Sons Co. 





Louis A. Woodward 


Batavia, N. Y.—Louis A. Woodward, 
69, who was for decades a widely 
known shoe retailer of this city, died 
in Batavia Hospital recently after at 
operation. He was born in Batavia, 4 
son of T. F. Woodward, who was et 
gaged in the retail shoe business, and 
he became associated with his father it 
the store after graduating from Bata 
via High School and attending Oberlin 
College. 
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The rugged lace for all year around wear. Sturdy, flexible and especially 
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ATTENTION Shoe Manufacturers 


A. HARRIS & CO. 


DALLAS, 


_ will, after February Ist, 1944, operate 
its own shoe departments, which for a number of 


years have been leased. 


Manufacturers of better quality and high grade 
shoes for women, misses, and children who are 
interested in making a valuable connection for 


now and the post-war era are invited to contact 


A. HARRIS AND COMPANY | 


one of the largest retail distributors of high 
grade merchandise in the Southwest, and are 
requested to write to A. Harris & Co., Dallas, 


Texas, for full particulars. 





TEXAS 

















Award Certificates to 
Contest Winners 


AKRON, OH1I0—Disclosing that near- 
ly 50 per cent of the winners in a re- 
cent nation-wide shoe repairing contest 
bore Goodyear rubber heels, the Good- 
year Tire & Rubber Company an- 
nounced recently that framed certifi- 
cates are being distributed to each of 
the winners. In addition, special awards 
are being prepared for Leon Drze- 
wiecki, proprietor of Certified Shoe Re- 
pairing, Chicago, who won top prize in 
the competition, the Grand National 
Silver Cup, and for Frank Parrino, 





proprietor of the No-D-Lay Shoe Shop, 
Monroe, La., who won a silver cup as 
Southern region champion. 

Sponsored by the National Leather 
and Shoe Finders’ Association, the con- 
test resulted in awarding of 27 prizes 
for shoes with rubber heels. A total 
of 13 of these entries used Goodyear 
rubber heels. Marking the first war- 
time competition of this kind among 
the nation’s thousands of shoe repair- 
men, judging was on a basis of the 
repairmen’s ability to conserve mate- 
rials, manpower and machinery as well 
as on the customary principles of work- 
manship, appearance of their shops 
and general merchandising ability. 


NISA to Hold 
Two Meetings 


WASHINGTON, D. C.—Two business 
conferences will be held this year by 
the Nationa! Industrial Stores Associa. 
tion instead of the usual annual con. 
vention, according to Hull Bronson, 
executive secretary. The first confer. 
ence is scheduled for Sept. 19-21, at 
the Hotel Frederick, Huntington, 
W. Va., to be followed one week later, 
Sept. 26-29, with another at the Hotel 
William Penn, Pittsburgh, Pa. 

The programs for both conferences 
are the same, dealing mainly with OPA 
regulations and problems of the indus- 
trial store business. Panel discussions 
will be featured, led by Washington, 
Pittsburgh and Charleston, W. Va, 
OPA executives. Open booth exhibits 
of past National Industrial Stores As- 
sociation conventions are out for the 
duration. Instead, sample room exhibits 
are available at the Huntington, and 
Pittsburgh headquarter hotels for 
NISA associate members only. 

J. H. Hultman, president of the na- 
tion’s organization of industrial stores, 
reports from his headquarters in Pitts- 
burgh, Pa., that splitting the annual 
convention into two business confer- 
ences will make it easy for the thou- 
sand member companies, representing 
an annual volume of over 250 million 
dollars, to be represented at the con- 
ferences with top officials of the South- 
ern as well as Northern fields. A ree- 
ord-breaking attendance is expected. 





War Map Produced by 
Kistler Leather Co. 


Boston, Mass.—A highly effective 
plea for the purchase of war bonds and 
stamps has been combined with a col- 
orful map of the war-torn world by 
the Kistler Leather Company of this 
city and its subsidiary, the Penn 
Leather Company of Philadelphia. 
Widely distributed among the shoe and 
leather trade, the map is printed in 
bright colors with the exception of 
those countries occupied by the Axis. 
These are shown in a drab gray with 
the plea to “help erase the gray blots 
on this map by buying U. S. War 
Bonds and Stamps.” Another interest- 
ing feature of the map is that which 
shows where important events have 
taken place since the Munich agree 
ment, with their exact dates. Of these 
more than fifty are located on the map 
and covered by appropriate captions. 


Elected to BBB Office 


PROVIDENCE, R. I.—Harold F. Ballo 
of the F. E. Ballou Co., well known 
shoe retailers, was elected secretary of 
the Better Business Bureau of Provi- 
dence at annual meeting at the Crown 
Hotel in this city. Mr. Ballou was also 
elected a new member of the bureau's 
board of directors. 
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June Production 
Better Than May 


WASHINGTON, D. C.—The production 
of footwear for June, 1943, amounted 
to 39,439,733 pairs, an increase of 8.6 
per cent compared with May of this 
year, and a decrease of 0.6 per cent 
compared with June, 1942, according to 

released by Director J. C. Capt, 
Bureau of the Census. Production for 
the first six months of this year was 
233,655,092 pairs, a decrease of 7.4 per 
eent compared with the same period 
jlast year when 252,404,603 pairs were 
manufactured. 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
—~ 
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Production of all types of govern- 
ment shoes during June, 1943, showed 
a slight increase over May production. 
The figures were 4,138,147 pairs com- 
pared with 3,995,308. About the same 
percentage of increase was noted in the 
production of civilian shoes for men, 
both work and dress, though both were 
less than that for June of last year. 
June, 1943, production in this category 
was 7,154,304 pairs; that of May, 1943, 
was 6,899,314; while in June, 1942, 
8,262,818 pairs were made. The six- 


month comparison shows a larger de- | 


crease. During the first six months of 
1943, 43,968,840 pairs of men civilian 
shoes were manufactured, while in the 
same period of 1942, production was 
55,333,286 pairs. 

Production of youths’ and boys’ 
shoes during the January to June pe- 
tied cf this year was 6.9 per cent 
greater than in the same period last 
year. The figures are 9,326,928 pairs 
this year as compared with 8,720,928 
Pairs last year. During June, 1943, 
production of shoes in this class was 
1684196 pairs as compared with 1,- 
468,070 pairs in May of this year and 
1,467,168 in June, 1942. 

Though the six-month comparison 

a decrease of 10.9 per cent in the 
Production of women’s shoes—85,653,- 
pairs this year as compared with 
96,163,776 last year—June production 
this year was higher than in May, also 
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Sizing correctly is important, but ten- 
dons, 
| vessels, to say nothing of the bones of 
the feet, can defeat sizing, if shoes 
do not have bottoms which help te 
| keep every part of the feet in proper 
place to work tirelessly. Nothing has 
ever been found that does all leather 
does to keep feet healthy, and no 
leather has yet been made which is | 
more suited to that job than 


KISTLER SOLE LEATHER 


Quality sole leather can still be had 
for civilian shoes (the army and navy 


LEATHER COMPANY 






WESTERN DEPARTMENT 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN —— 
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THERE'S MORE TO FITTING THAN JUST SIZING 


THOUGHT MUST BE GIVEN FOOT BONES 
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ligaments, nerves and blood | 


A Balanced Tannage 


take only the top grades of 
certain weight) and here's the 
way to be sure of quality. Sell 

men's shoes bottomed with | 
Kistler Sole Leather. Experi- 
ence the satisfaction of 
getting a choice product, 

turning it over at a profit | 
and seeing it build trade. 
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this year. In June, production was 13,- 
577,950 pairs as compared with 12,487,- 
475 pairs in May. June, 1942 figures 
were 14,279,821. 

Largest decrease for the six-month 
period is seen in misses’ and children’s 
shoes—16,806,751 during 1943, as com- 
pared with 22,140,624 in 1942—a drop 
of 24.1 per cent, although production of 
2,684,262 pairs in June of this year was 
somewhat above the May figures of 
2,525,481. In June, 1942, 3,602,659 


pairs were made. 

Production of infants’ shoes, though 
greater in June of this year than in 
May, nevertheless showed a decrease of 
3.5 per cent for the six-month period. 


June production was 2,132,280 pairs; in 
May of this year it was 2,018,643; in 
May, 1942, it was 2,123,627. During 
the first six months of this year, pro- 
duction of footwear in this category 
was 12,676,566, while in the same period 
of 1942 it was 13,130,453 pairs. 


Shoe Man in Cryptography 


ROCHESTER, N. Y.— Ferdinand B. 
Levison, a member of the retail shoe 
firm Swartz & Levison of Albany, is 
now serving in the Cryptographic Sec- 
tion of Air Corps Communications. He 
is a director of the New York State 
Shoe Retailers’ Association. 
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CHILDREN'S SHOES 
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The C. A. x 
Health Shoe | 
For Children 
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2-6 co, 6-8 
BCD, Ss - 12 
BCD, all colors 





Flex-A-Proved Cushion 
construction, soft and 
smooth inside, ae 
feally designed; all White 


leather. Geatskin 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 


Our Distributors 
Sanene Shee Co., S. Freiburger & Bro. Co., 
251 W. Jefferson &t., 119-121 E. Columbia St., 
W: Detreft ort Wayne, Indiana 
Jayson Shoe Co. . . . Les Angeles, Cal. 


New Medicated Foot Bath 


GLENDALE, CALIF.—A fully guaran- 
teed medicated foot bath which has 
been successfully merchandised by the 
West Coast retail shoe stores for years 
is now being placed on the general 
market. This foot bath is manufac- 
tured by R. E. Brown, 318 N. Brand 
Blvd., Glendale, Calif. who recommends 
the bath for such foot ills as corns, 
callouses, Athletes foot, bromidrosis, 
tired, sore, itching, burning and per- 
spiring feet. 





F. M. Chilson 


McALESTER, OKLA.—F. M. Chilson, 
who founded the retail shoe firm which 
bears his name, and who was one of 
the best-known shoe merchants in this 
part of the country, died recently fol- 
lowing a long illness. 

He was born in Topeka, Kan., on 
November 3, 1870, and lived there until 
coming to McAlester in 1897. Mr. Chil- 
son remained in this city for a time 
and then returned to Topeka, where he 
married Miss Katherine Montgomery, 
who returned with him to McAlester 
in 1903. At that time Mr. Chilson 
founded his shoe store. He had been 
in that business continuously since then. 

His son, Frank A. Chilson, sole sur- 
vivor, and formerly associated with his 
father in business, is on duty with the 
armed forces—a lieutenant in the 
United States Naval Reserve. He an- 
nounces that Alvin Newman and Miss 
Catherine Clarke, who have been man- 
aging the business during his absence 
and his father’s illness, will continue 
in charge and that the company’s policy 
is unchanged. 
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Dates to Remember 


Monthly Shoe Show, Michigan 
Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit Mich. 
September 13, 14, 1943 
Business Conference, National In- 
dustrial Stores Association, ioe 
Frederick, Huntington, W. Va. 
September 19, 20, 21, 1943 
Business Conference, National In- 
dustrial Stores Association re- 
peated, Hotel William Penn, 
Pittsburgh, Pa. 
September 26, 27, 28, 29, 1943 
Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 
September 27, 28, 1943 
Southeastern Shoe Travelers Asso- 
ciation Show, Henry Grady Hotel, 
Atlanta, Ga. October 6, 7, 8, 1943 
War Conference Issue, Boot and 
Shoe Recorder October 15, 1943 
Twelfth Annual Shoe Manufactur- 
ers’ Spring Opening, Hotel New 
Yorker, New York City 
October 17, 18, 19, 20, 1943 
Shoe Industry War Conference and 
Market Week, Morrison Hote! 
and Palmer House, Chicago 
November 1, 2, a 4, 1943 
Spring Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Tex. 
November 9, 10, 11, 12, 1943 





Expected Too Much from 
Odds and Ends Sale 


VISALIA, CALIF.—“Our customers 
scemed to think the government had 
authorized the shoe industry virtually 
to close out their stocks on this greatly 
over-publicized ration-free “sale,” de- 
clared Harry C. Locey, Visalia shoe 
merchant, in discussing the recent odd 
lots shoe sale sponsored by OPA. 

“The public was led by the fair-haired 
boys in Washington to expect some- 
thing tremendous. And when they saw 
our four per cent of odd lot women’s 
shoes and the one per cent of men’s 
they were greatly disappointed. How- 
ever, we went along and did the best 
we could do with the deal. 

“Frankly, I wish they (OPA) would 
leave it alone and quit putting on these 
government advertised sales for us. 
Each one just helps to sell us out of 
business a little sooner. First we had 
a ration-free play shoe deal that re- 
duced our stocks by several hundred 
pairs, then the ration-free gold and 
silver kid evening slippers, and now 
this ‘odd lot’ sale. On to each is pinned 
the admonition, ‘Dealers will NOT be 
entitled to get ration currency to re- 
place shoes sold ration free, which only 
means that if it is continued long enough 
we will have no ration currency with 
which to acquire new merchandise. 

“In May we had the best stock of 
shoes that we will have for the dura- 
tion, I believe. And, from that time 
on, we find that with business steadily 
increasing on the one hand and our 
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sources of supply cutting us drastically 
on the other, we are selling our stock 
out just about twice as fast as we 
can replenish it. Anyone can see what 
we are coming to. We have every rea- 
son to believe that we will have the 
opportunity to collect as many No. 18 
stamps by the end of October, as we 
had with the No. 17 during its period. 
By that time our stocks will be pitiful. 
“Under the present conditions, scar- 
city of replacement shoes and the pub- 
lie’s craze to. buy any kind~of a shoe 
that is available, we do not need any 
sales, any more ration freeing, nor do 
we need any more OPA discounts. We 
can sell all that we can get through 
our regular channels at regular prices, 
and get coupons for all of them. Frank- 
ly, I would like to be able to carry 
some of my business over into next year 
instead of having it all this year and 
nothing to work with next year.” 


Resumes Selling Soon 


Corurr, Mass.—Ben Farnham, who 
covers the eastern territory with the 
line of Moulton, Bartley, Inc., of St 
Louis, expects to be back on the job 
soon after Labor Day. He has been 
spending the Summer here at The 
Pines. Though Cape Cod has been the 
scene of Mr. Farnham’s vacations for 
more than 60 years, this Summer is 
the first he has spent here. 
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STYLE 6149 
MEN'S SIZES 642 TO 12 
goys’ SIZES 3 TO 6 


%& WATERPROOF LEATHER UPPERS 
%& ORTHOPEDIC RUBBER SOLES 

%& RAISED MOCCASIN TOES 

%& ROLLED COLLARS 

%& REINFORCED STITCHING THROUGHOUT 


SEND FOR CATALOG — ASCO ATHLETIC FOOTWEAR 


MOCCASINS 


BEAT THIS VALUE! 


IMMEDIATE DELIVERY 







THE ARNOFF SHOE CO., [OI] DUANE ST., N. Y. C. 





Shoe Sales Gain 80 Per Cent 





Up Far Above First Half of 1942, Census Bureau Reports — Durable 
Goods Show Mixed Trend at Retail 


WASHINGTON, D. C.—While manu- 
facturers’ sales of durable goods have 
continued to shrink as the demand for 
war material increased, the trend has 
been mixed in sales of durable goods 
at retail. This becomes apparent when 
the graph herewith is compared with 
figures recently released by J. C. Capt, 
Director, Bureau of the Census. He 
reports that independent retail sales 
were up 21 per cent in June, 1943, over 
June, 1942. Dollar volume for 6 months 
—the first half—of 1943 was 15 per 
cent ahead of the cumulative sales re- 
ported at the end of the first 6 months 
a year ago. Sales in June of this year 
were slightly (3%) over those of the 
preceding month. These data are based 
upon reports from 20,018 stores repre- 
senting most kinds of business except 
department stores. Department store 
sales, as reported by 518 stores, were 
82 per cent higher in June, 1943, than 
in June, 1942; 21 per cent more for the 
6 months period—January through 
June, 1948—than for the corresponding 
period of 1942; and 4 per cent more in 
June than in May this year. 


Apparel stores led all nondurable 
goods trades in this 34-State survey 
with sales gains for June, 1943, over 
June, 1942, as follows: Shoe stores, 80 
per cent; women’s ready-to-wear stores, 
49 per cent; men’s clothing and furnish- 
ings stores, 43 per cent; and family 
clothing stores, 42 per cent. Sub- 
stantial increases were also shown in 
the sales of dry goods and general mer- 
chandise stores (38%), restaurants, 
cafeterias, lunchrooms (36%), drug 
Stores (27%), florists (25%), food 
stores (24%), and general stores 
(20%). Sales of sporting goods stores 
were up 14 per cent; liquor stores, 10 
Lol cent; and filling stations, 7 per 
cent. 


Of the durable goods trades, jewelry 
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stores showed sales up 43 per cent, 
June, 1943, compared with June, 1942. 
Furniture stores, motor-vehicle deal- 
ers, and hardware stores increased 
their sales 14, 6, and 4 per cent, re- 
spectively. Sales were down for lum- 
ber-building materials dealers (4%), 
radio and musical instrument stores 
(10%), household appliance _ stores 
(22%), and heating-plumbing equip- 
ment dealers (39%). 


Reserve Employees 
Solve Problem 


MONTGOMERY, ALA.—QOne way in 
which the large shoe department can 
successully steer clear of employee- 
shortage problems is to maintain a “re- 
serve squad” of salespeople ready to 


step in when others resign, according 
to O. C. Snellgrove, merchandise man- 
ager of the Nachman & Meertief store 
here. 


Nachman’s large shoe department 
has, like many others, found embarass- 
ing days when the number of customers 
demanding service far exceeded the 
salespeople on hand. Resignations came 
thick and fast, to the point that buyer 
and assistant manager are now fitting 
and selling all day long. 

That was the situation until a new 
plan was developed whereby Mr. Snell- 
grove keeps a squad of two “reserve 
employees” continually available, paying 
extra salaries for the purpose, and 
going a long way toward meeting the 
60 per cent personnel turnover prob- 
lem. Running one of the largest wo- 
men’s shoe salons in Southern Ala- 
bama, the store has found it extremely 
practical to budget a few more dollars 
per week for extra salaries—which be- 
comes “insurance” against angry cus- 
tomers and loss of sales when other 
employees find military or defense plant 
jobs more attractive than shoe sales 
work. 

The two extra employees are care- 
fully chosen from loyal, reliable wo- 
men who live in the city. They are 
put to work in stock, advertising, any- 
thing which will occupy them, to learn 
the shoe trade as they go along—mak- 
ing a few sales, of course. Then, when 
there is a sudden vacancy, the “re- 
serve” girl takes the place, and an- 
other reservist is brought in. “We 
work continually for these reserve 
people,” Mr. Snellgrove said, “instead 
of waiting until an emergency occurs. 
Naturally, it is not easy, but we've 
found that by cooperating with employ- 
ment agencies, asking our old-hand em- 
ployees to bring in members of their 
families or friends, etc., we can invari- 
ably keep our surplus staff up, and in 
training for filling in. There are few 
of the same people who were with us 
six months ago, but all of the original 
reserve-girls are still here.” 

He believes the expense of paying 
two extra salaries is justified in sales 
which might otherwise be lost—as well. 
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Rubber Heel Grade 
Labeling Removed 


WASHINGTON, D. C.—Requirement of 
grade labeling for rubber heels has 
been removed from Maximum Price 
Regulation 200 by the Office of Price 
Administration. 

The action was taken to comply with 
the anti-grade labeling provision writ- 
ten into the Emergency Price Control 
Act of 1942 by the Taft amendment to 
the Commodity Credit Corporation Act. 

While manufacturers no longer are 
required by OPA to label their heels 
with the symbols to which grade spe- 











Woman Successful in 
Selling Men’s Shoes 


CLEVELAND, OHIO— Mrs. Ann Pop- 
ovich of the men’s shoe department, 
William Taylor Son & Company, is the 
first woman to sell men’s shoes as a 
regular in a downtown department 
store here. What distinguishes far 
more is the fact that she has been high- 
ly successful although she had had no 
previous experience in this field prior 
to taking her present position. 





Mrs! Popovich became a holiday em- 
ployee of the department, selling slip- 
pers, last Christmas. Her ability and 
personality so impressed Don Ream, 
men’s shoe buyer at Taylors, that when 
he lost one of his regular salesmen to 
Uncle Sam last Spring, he called upon 
her to come in as a regular member of 
the sales staff. Her ability to follow 
instructions in the department, plus an 
enthusiasm which led her to study vari- 
ous books and magazines on shoe sell- 
ing, brought her quick success. Today, 
under the careful tutelage of Mr. Ream 
and with several weeks’ fitting and 
selling experience in the background, 
she is exceptionally well qualified to 
handle men’s shoes. 





cifications are tied in the regulation, 
neither are they prohibited from using 
those symbols if their heels meet the 
corresponding specifications. In conse- 
quence, OPA said, a number of manu- 
facturers have expressed their inten- 
tion of continuing to use the grade 
markings voluntarily. Ceiling prices 
remain unchanged on heels bearing 
these grade markings. 

Manufacturers who do not choose to 
continue marking their heels with the V 
symbols must sell them at prices estab- 
lished for their heels according to brand 
names, which prices likewise are estab- 
lished according to the physical tests 
the heels can meet. If these manufac- 
turers find that the heels bearing brand 
names but no V symbol cannot meet the 
abrasion and tensile strength tests for 
the grade in which the brand name is 
classified, they must price their heels 
according to the physical tests they can 
meet. 
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a RATION FORMS 


EASY TO USE—SAVE TIME 
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Know where you stand on every trons. 





ection involving ration currency. t's 
easy to know all detoils with Steck’s 
especially designed shoe ration forms. 
They provide the ideal method for 
handling current and back orders and 
all necessory credits and debits of ro. 
tion currency. System cuts letter writ. 
ing to ration boards, manufacturer, 
etc., and insures occuracy. For exom 
ple, Form 371 (Defective Shoe Report) 
tokes core of all details and ration 
currency credits for defective mer. 
chandise you may receive. The low 
cost effective Steck system will sove 
hours of time and mean extra profits 


for your business 


Form 369—Remittence end Receiving Record 
Form 376—Shee Ration Remittence Advice 
Form 371—Detective Shee Report 
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Want More Shoes Made in 
Canada—Fewer in Britain 


MONTREAL—Criticism will be forth- 
coming from several quarters if boots 
for Canadian troops abroad are bought 
in Britain instead of in Canada. Word 
has filtered through that the Depart- 
ment of Munitions and Supply is con- 
templating buying boots for the troops 
in Britain. Argument is used that it 
is as easy to get leather from Argen- 
tina into Britain as it is into Canada, 
and anyway, Canadian shoe manufac- 
turers need not expect favors with a 
hide shortage imminent. “They will get 
enough to do,” government officials say. 

But there are indications that the 
tanning industry and the shoe manv- 
facturers do not propose to sit by and 
sec the business for which they have 
made special provisions taken away 
from them, without a fight. 

One manufacturer has pointed out 
that at the specific encouragement of 
the government, shoe manufacturers 
geared up their machines and staffs to 
be able to produce as many as 80,000 
pairs of shoes a week for the fighting 
forces. This production schedule took 
up 75 per cent of the men’s welt ca- 
pacity of the Canadian shoe trade. 
Now, they say, the government has let 
them down, and shoe production, of 
rather shoe orders, have fallen off. 
This leaves the manufacturers with 
idle machinery and, as they allege, 
broken promises. 
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More Shoes Cut From Ration List 





OPA Announces That Non-Leather Footwear With Soles Which Con- 


tain A Limited Amount of Reclaimed Rubber May Be Sold 
Without Coupons If Shipped From Factory After Aug. 15 


WasHINGTON, D. C.—Effective Aug- 
ust 18, the Office of Price Administra- 
tion freed from the shoe rationing 
provisions non-leather shoes, the soles 
of which contain only a small per cent 
of reclaimed rubber or low-grade fric- 
tion scrap. This does not apply to such 
footwear which has been in the mer- 
chant’s stocks for some time, but only 
to footwear shipped from the factory 
after August 15, 1943. This action is 
made possible by the previous action 
taken by the Office of the Rubber Direc- 
tor in making available a limited quan- 
tity of reclaimed rubber for use in non- 
rationed footwear. 

OPA’s ruling of August 18 is Amend- 
ment 32 to Ration Order 17. It pro- 
vides that non-leather shoes (which 
may, however, have leather heel top- 
lifts) may be sold ration-free if the 
soles are fiber, fabric, wood or rope in 
which reclaimed rubber not exceeding 
15 per cent by volume has been used. 
Also ration-free are non-leather shoes 
with soles made wholly of low-grade 


friction scrap bound together by vul- 
canization and compression. 

This amendment also specifically 
states that footwear for athletic sport, 
or gymnasium use is not included in the 
definition of non-rationed house slippers. 

In regard to house slippers, OPA 
further pointed out that the use of 
a sole containing not more than 15 per 
cent reclaimed rubber by volume will 
not place such slippers on the rationed 
list. Previously no rubber could be 
used in the sole of a non-rationed house 
slipper made after August 31. 

To encourage the use of waste ma- 
terials which are not needed for the 
production of rationed shoes, “leather 
dust,” a waste product resulting from 
trimming processes, is no longer con- 
sidered “leather” according to the shoe 
rationing regulations. By this change, 
manufacturers will be permitted to 
make, for ration-free sales, footwear 
which would otherwise be rationed sole- 
ly because of leather dust in a composi- 
tion sole. 





Shoe Man’s Son Writes 
From Sicily 


MIAMI, FLA.—V-mail is beginning to 
come through from U. S. soldiers in 
Sicily. Morris L. Cowen, president of 
Cowen-Bulbin Shoe Stores, Inc., oper- 
ating stores here and in Miami Beach, 
reports having received one from his 
older son, Sgt. Raymond L. Cowen. It 
was dated August 1 and received here 
about two weeks later. 

The engagement of a younger son, 
Lt. Myron J. Cowen, to Gladys R. 
Lavigne, has been announced. Lt. 
Cowen, a member of the U. S. M. C. R., 
is now on duty at New Bern, N. C. 





Shicca to Open New 
Plant in Hollywood 


HoLLywoop, CaLir.—Sbicca, Inc., of 
Philadelphia, has purchased the firm of 
Collins of Hollywood, according to a 
statement issued by Frank Sbicca, 
president of the firm bearing his name. 
Arrangements have been completed to 
take over the Collins plant at 7117 
Santa Monica Blvd., Hollywood. 

Mr. Sbicca will be in Hollywood for 
several months arranging matters in 
the new plant. He intends to spend 
his time between his two factories, one 
in Philadelphia, the other here. 

Lee Collins, founder of Collins of 
Hollywood and previously engaged in 
St. Louis shoe manufacturing enter- 
prises, will continue with the Sbicca 

as plant manager, while Samuel 
will be in charge of the office. 
comes to Hollywood from the 
Philadelphia Sbicca plant and is well 
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known to shoe people. At one time 
he was Brown Shoe Co. representative 
in Pennsylvania. 

Plans are to continue to manufacture 
high grade casuals in the Sbicca man- 
ner. 


Boston Conference to Discuss 
Post-War Business 


Boston, Mass.—The 15th annual 
Boston Conference on Distribution will 
be held October 18 and 19 at Hotel 
Statler, according to an announcement 
by Daniel Bloomfield, Director of the 
Conference. The theme of the Confer- 
ence is “Planning for Business in the 
Post-War-Era.” 

A number of distinguished speakers 
will participate. The program is espe- 
cially designed to give business men a 
complete appraisal of what is being 
done by various groups and individual 
business concerns to meet the problems 
immediately following the end of the 
war. 

The sessions of the Conference will 
ben open to all who are interested in 
following economic trends affecting 
business. 





Canadian Production Off 


MONTREAL — Canada’s production of 
leather footwear in June amounted to 
2,830,719 pairs compared with 3,018,- 
911 in May and 2,891,123 in the corre- 
sponding month last year. During the 
first six months of this year, output 
amounted to 17,402,629 pairs compared 
with 16,493,270 in the corresponding 
period of last year. 






















COHESIVE CEMENT 
"It Sticks Only to Itself" 


Here is a product that meets the 
demand for a cold cement which 
is not 
composition. 


CHARACTERISTICS 


dependent on a_ rubber 


It is a new synthetic that ccen- 
tains the best qualities of good 
rubber cements, namely RUB- 
OFF, powerful BOND, and the 
ability to SET and RE-SET 
AFTER prolonged DELAY. 
Applied in the same manner as 
rubber cement, it has MINI- 
MUM PENETRATION and is 
WATER RESISTANT. 


IT STICKS ONLY TO ITSELF 


An outstanding quality of 
A.P.C. Cohesive Cement is its 
true cohesiveness; it actually 
sticks only to itself when dry. 
Applied to both surfaces of an 
assembly—by spray or brush— 


the two parts stick to each 
other on contact. 

It is completely free from 
tackiness when dry. Assembly 


tables, operator’s hands, and 
materials never remain sticky 
during production—a tremen- 
dous contribution to production 
itself and lower costs. Cleaner 
working conditions prevail. And 
there are no stoppages due to 
constant clean-up periods. 


NO PRIORITIES 


A.P.C. Cohesive Cement is a 
manufactured product under 
plant control using a new 
chemical formula of _ non-re- 
stricted materials: and there- 
fore is FREE FROM PRI- 
ORITIES. As such, it is a 
continuing, reliable source of 
CONSISTENT material — 80 
crucially important to manu- 
facturers in these days of 


rigorous restrictions and short- 
ages. 


COMMUNICATE WITH 
YOUR JOBBER 


ALSO 


Advance 


Packaging 


Corp. 
60 East 42nd Street 
New York 17, N. Y. 
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BOWLING SHOES 


me me es ee 
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asco 
BOWLING SHOES 
and OXFORDS 
20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles | 
Right oe rubber sole | 
Left foot leather sole | 
SEND FOR 
CATALOG | 









Ne. 734 LW 


| 
ARNOFF SHOE CO.,INC., 10} Duane St.,N.Y.C 
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FOOT BATHS 
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MEDICATED FOOT BATHS 


og = mene of thietes Foot, 
Corns, Callow: Sore and Tired Aching Feet. 
SOLD BY GOOD SHOE STORES 

$6.00 doz. Retails $1.00 
it is a proven fact Medicated Foot Baths come 
=. te eiastns 100%. Fully Guaranteed on 


basis 
a MUST for the Accessory dept. 


R. RE BROWN 318 N. Brand, Glendale, Calif. 











Buffalo Merchants to Meet 


BuFFraLo, N. Y.—The first Fall meet- 
ing of The Greater Buffalo Shoe Re- 
tailers Association and Affiliated Shoe 
Trades, will be held Wednesday evening, 
September 15, at 8.00 o’clock. Many 
changes of officers of the association 
are in the making and many already 
have started the campaign for the No- 
vember election. 

Fred Manning who has been presi- 
dent for the past two years has an- 
nounced he will step down. George 
Seifert who has been treasurer for the 
past five years has stated that he is 
definitely out due to the pressure of 
his personal business. Oliver LaReau, 
popular as secretary for the past nine 
years, has declined to accept the secre- 
taryship again; and Harry J. Deters 
steps out as financial secretary after 
fifteen years of loyal service. The Buf- 
falo association now has 297 members. 





Johnson Joins Staff of 
Curtis Publishing Co. 

PHILADELPHIA, Pa.—Carroll I. John- 
son, former Market Research Manager 
for Business Week, has joined the Divi- 
sion of Commercial Research staff of 
The Curtis Publishing Company. Mr. 
Johnson, a graduate of New York Uni- 
versity, also was Advertising Manager 
for Theatre Arts Monthly at.one time. 





Prices Fixed 
On Mine Paes 


WASHINGTON, D. C.—Three types of 
men’s black rubber no-lace mine pacs, a 
kind of waterproof footwear whose 
production was authorized recently by 
the War Production Board to meet the 
needs of miners in Montana copper 
mines, have been given maximum 
wholesale and retail prices by the Office 
of Price Administration. 

Retail prices for this special type of 
10-inch pac range from $3.96 to $4.95 
per pair. The same pac constructed 
with a safety toe, retails from $4.32 to 
$5.40 per pair. If the pac is made with 
a steel toe, the maximum retail price 
varies from $4.56 to $5.70 per pair. 
Differences in maximum retail prices 
grow out of the varying discounts given 
by wholesalers and manufacturers to 
different classes of retailers. Whole- 
sale prices are set at customary mar- 
gins above prices charged by manufac- 
turers. 

The ceilings are given in Amendment 
7 to Maximum Price Regulation 229, 
Retail and Wholesale Prices for Victory 
Line Waterproof Rubber Footwear, 
effective August 10, 1943. 

Two provisions are added to the regu- 
lation by the same amendment. One 
is that a seller may make no charge for 
extension of credit except such as those 
he made in the base period of February 
11 to September 29, 1941. The other is 
that the seller may add to his maximum 
price no charge for services rendered 
the purchaser unless he made such 
charges in the base period. Any 
charges so made shall not exceed sim- 
ilar charges made in the base period. 

The amendment revokes a provision 
which required wholesalers and retail- 
ers to file their maximum prices with 
local War Price and Rationing Boards. 
This requirement, OPA said, no longer 
serves a useful purpose. 





Edison Bros. Sales 
Show Decrease 


St. Louis, Mo.—For six months to 
June 30, Edison Brothers Stores, op- 
erating a nation-wide chain of ladies’ 
retail shoe shops, had net income of 
$494,604, or $1.09 per common share, 
as against $506,918, or $1.12 per share 
a year ago. Net is after $1,410,000 
provision for federal taxes, as against 
$1,500,000 provision a year ago. 

As of June 30, the contingency re- 
serve is increased $111,864 over the 
figure as of December 31, 1942, the 
increase representing estimated post- 
war refund of excess profits. Contin- 
gency reserve now stands at $360,000. 

Reported sales for the month of July 
indicated at drop of 20.17 per cent un- 
der the same month a year ago. Sales 
for the first six months of 1943 showed 
a drop of 3.9 per cent against a year 
ago. For the seven months through 
July the decrease was 5.98 per cent. 








Hear Explanation 


Of OPA Rules 


MIAMI, Fia.—The A. S. Beck Shoe 
Store was host to shoe dealers in the 
Miami area recently when they met 
there to listen to a discussion on the 
matter of returns under the new OPA 
regulations. Mervin A. Blach, OPA 
regional rationing commodity officer of 
Atlanta, Ga., and Leon A. Paine, dis- 
trict rationing officer, Jacksonville, Fla., 
were present to explain the regulations, 

Some merchants, it was declared at 
the meeting, have refused to make 
monetary adjustments in exchanging 
rationed shoes, claiming that the OPA 
does not permit it. “It is not the fune- 
tion of the OPA to assume jurisdiction 
over any store transaction other than 
to see that rationing regulations are 
observed OPA is not concerned with a 
store’s policy,” explained Blach. 

Shoe men feel that one good thing 
may develop out of this rationing pro- 
gram: customers will learn to select 
more carefully at the time of purchase 
and much of the return evil may be 
eliminated. 


Baltimore Shoe Club 
Enlarges Membership 


[CONTINUED FROM PAGE 75] 


members. This comprises William Fel- 
ser, of the Felser chain of nine stores 
here, L. E. Golden of the Cannon Shoe 
Co., E. S. Brownstein, buyer of the 
May Co., and Mr. Berlin, assistant 
buyer at the May Co. 

A meeting was held recently, at 
which the committee submitted an en- 
couraging number of applicants for 
membership, who will be accepted im- 
mediately into the organization. The 
entire city of Baltimore and vicinity 
will be covered in the membership 
drive. 

Said Mr. Schenthal: “We feel that 
now, of all times, organization and 
unity in business are vital. Member- 
ship in a group such as ours will pre- 
vent many mistakes, for we will make 
every endeavor to keep ourselves and 
those of the shoe industry acquainted 
with the rulings and regulations that 
apply to it.” 

M. Shakman Katz, commodity ra- 
tioning representative of the Maryland 
State Office of OPA, was the recent 
speaker at a luncheon meeting of the 
Baltimore Shoe Club. 





Correction 


We gladly publish this correction of 
an error which appeared in the adver- 
tisement of The Irving Drew Corpora- 
tion, published in Boot anp SHOE RE 
CORDER, issue of August 15. The retail 
prices quoted for Arch Rest and Foot 
Friend shoes in that advertisement 
were $6.95 to $7.95. The correct prices 
ere $7.95 to $8.95. 


Boot and Shoe Recorder 
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OWe Bond Selling Responsibilities Double! 


Starting September 9th, your Government will conduct the 


greatest drive for dollars from individuals in the history of the 
world—the 3rd War Loan. 


This money, to finance the invasion phase of the war, must 
come in large part from individuals on payrolls. 


Right here's where YOUR bond selling responsibilities 
DOUBLE! 


For this extra money must be raised in addition to keeping the 
already established Pay Roll Allotment Plan steadily climbing. 
At the same time, every individual on Pay Roll Allotment 
must be urged to dig deep into his pocket to buy extra bonds, 
in order to play his full part in the 3rd War Loan. 


Your now doubled duties call for these two steps: 
1. If you are in charge of your Pay Roll Plan, check up on 


it at once—or see that whoever is in charge, does so. See 
that it is hitting on all cylinders—and keep it climbing! Sharply 


increased Pay Roll percentages are the best warranty of sufh- 
cient post war purchasing power to keep the nation’s plants 
(and yours) busy. 


2. In the 3rd War Loan, every individual on the Pay Roll 
Plan will be asked to put an extra two weeks salary into War 
Bonds—over and above his regular allotment. Appoint your- 
self as one of the salesmen—and see that this sales force has 
every opportunity to do a real selling job. The sale of these 
extra bonds cuts the inflationary gap and builds added post- 
war purchasing power. 


Financing this war is a tremendous task—but 130,000,000 
Americans are going to see it through 100%! This is their own 
best individual opportunity to share in winning the war. The 
more frequently and more intelligently this sales story is told, 
the better the average citizen can be made to understand the 
wisdom of turning every available loose dollar into the finest 
and safest investment in the world—United States War Bonds. 


BACK THE ATTACK i With War Bonds! 


September |, 1943 
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FIT COMES FIRST) 


with the original | 
SHOE DOCTOR SHRINKERS | 


Roller type device 






FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe | 
Doctor Shrinkers when used | 
with our specially pre- | 
pared fluids, give the | 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


Curved type tron 
Special combination offer $32.50 (fluids | 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 
121 E. Sist Street, Indianapolis, Ind. 


Trade Leaders Endorse 
War Meeting 


[CONTINUED FROM PAGE 75] 


Chicago, it gives us the opportunity to 
get them all together within that week 
and do our educational work, as well 
as our selling at that time. 


“The selling of merchandise today 
entails much more than selecting styles 
and writing sizes. We are compelled 
to allocate production by monthly de- 
liveries, to distribute materials based 
on our ability to produce them, to pro- 
portion production by types and kind 
that manpower makes possible. This 
cannot be accomplished, as originally 
thought, entirely by mail or by two 
yearly contacts, either at the factory or 
in the dealer’s town. 

“We are endeavoring to cooperate 
with our Government in maintaining 
serviceable and well-fitting stocks, and 
in order to accomplish such an inven- 
tory condition we find it necessary to 
sell merchandise as close to the time 
of delivery as is possible. It is more 
inportant today than ever to bring our 
dealers together for a study of war- 
time merchandising, salesclerk educa- 
tion, size buying and material buying. 
I am sure they will all take advantage 
of the Chicago meeting, and that the 
market week will have a greater at- 
tendance than any previous meeting 
ever enjoyed. The more retailers that 
come to Chicago, the less traveling our 
men will have to do—and that means 
less use of traveling, drayage, hotel 
accommodations, porter service, etc. 

“I sincerely feel that this meeting 
will be a contribution and a practical 
cooperation with the war agencies, and 
that the Office of Defense Transporta- 
tion particularly will be favorably im- 
pressed.” 
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Chemical Company Expands 


New YorK—On Aug. 5, the trade 
gathered at a celebration of the open- 
ing of the new and larger showrooms 
and factory of Cadie Chemical Prod- 
ucts, Inc., at 621 Sixth Avenue, New 
York, N. Y. A. Axelrath and A. J. 
Meyers, co-founders, spent a good part 
of their lives in developing European 
markets for polishing products. Mr. 
Axelrath went abroad to build one of 





A. Axelrath 


(right) and A. J. 
Meyers (left) co-founders of Cadie 
Chemical Products, Inc. 


the largest shoe polish businesses on 
the continent whereas Mr. Meyers’ Eu- 
ropean plant manufactured a wide vari- 
ety of household polishes and chemi- 
cals. The unique characteristics of 
Cadie products are due to special for- 
mulas developed as a result of their 
combined experience. 

A little more than four years ago 
the firm started with its dry metal pol- 
ishing cloth—a more convenient and 
easier way for women to keep their 
household silverware and metals bright 
and clean. This quick response encour- 
aged the manufacturers to add polish- 
ing cloths for shoes and leather, for 
auto bodies, furniture, etc. 





Shoe Man’s Wife 
Sponsors Ship 


ROCHESTER, N. Y.—Mrs. William F. 
Washburn, wife of the president of D. 
Armstrong & Co., shoe manufacturers, 
had the “thrill that comes once in a 
lifetime” when she smashed a bottle 
of champagne over the bow of an anti- 
submarine boat, as it slid into the 
Harlem River in New York to join 
other United Nations fighting units on 
the way toward victory. 

The ship of which Mrs. Washburn 
was sponsor was presented to the 
United States Navy by the people of 
Rochester through the purchase of War 
Bonds. The ceremony was witnessed by 
a party of Rochester citizens. 








WANTED TO PURCHASE 





WILL BUY FOR CASH 


And Ration 
Currency 
MEN’S OR 
WOMEN’S 
All-White 
or Two-Tone 
Sport Shoes 
NANKIN SHOE STORE 


158 E. Flagler St. 
MIAMI, FLA. 








—here's how to get 
More Business! 





| HE Vincent Edwards Idea Clipping 
| Service has over 2,000 satisfied users. 
Each order filled according to what 
| ou want; wholesalers usually request 
st retail ads; manufacturers usually 
| want ads of competitive brands. 
| You will find that a study of newspaper 
| ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


Werld's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special 
short term trial offer. 

Nome 
Company 
City . 











Smith-Robinson 
Partnership Dissolved 


SANTA Monica, CaLir.—The partner- 
ship of the retail shoe firm of Smith- 
Robinson has been dissolved, with W. 
E. Smith purchasing all interests of 
his partner, F. O. Robinson. This 
terminates a business association of 31 
years. 

Mr. Robinson, for years a member 
of the local Rotary Club as well as 
the Rod and Reel club, has retired 
from the shoe business and is now 
supervising the management of a 200- 
acre ranch at Oroville in Northern 
Northern California. 

The business which Smith and 
Robinson founded in 1922 was built 
on quality merchandise and _ sincere 
service. In the intervening years, it be 
came the largest retail shoe store in 
the Santa Monica coastal area. 
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For Posting Your 


CEILING PRICES 
(also your selling prices) 
for EACH STOCK NUMBER 


on your 


CARTONS 





* 
























Sees 2 











Our 
Sea - 


* 


MERCHANTS 





Actual Size after 1” Tep 


(gummed) Folds over 
Top Edge of Carton. 


You Thus Maintain a 
Visual and Factual 
Record for Official 
Checking Against 
Wholesale Invoices; 
handy for filing with 


your duplicate sales 


slip. 
= « * 
50c per Gross 
— $2.50 per 1000 
‘ $6.75 per 3000 
Ceiling $11.25 per 5000 


Check with Order 
Unless C.O.D. Preferred 


209 S. State Street 
Chicago, Il. 


x * 


x * 


SERVICE DEPT. 


















































CHEMICALLY 
TREATED 
SHOE POLISHING CLOTH 








Something New Has Been Added .. . 
“THE SHOE POLISH 
iS RIGHT IN THE CLOTH” 
Cleans and Polishes in Jiffy Time 
SHOES & ALL LEATHER. 
Will not Scratch or Mar 
the Finest Leather Surface. 
The Polish Will Last As Long As the Cloth. 


& “NATURAL” for Every Home and Office. 





We. SH-10—Size O17 
We. SH-25—Size 20017 
We CO S4§—Combination Shoe Set 
Contains twe cloths size 12x17" each 









CADIE CHEMICAL PRODUCTS, Inc. 


12 WEST 


t STREET. NEW YORK CITY 





Review of the Retail Trade 


date sales are running to 90 percent 
white. Of course, white is good in 
this part of the country as a year- 
round shoe, and it may be that women 
are parting with No. 18 for a good 
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white which will carry over. One 
of the well-known dealers suggests 
that buyers are taking the best white 
they can get now and hope to be 
able to get a colored shoe at a later 
date. Another is of the opinion that 
white will not be so easy to obtain 
from now on, and women are fear- 
ing that the tanneries are going to 
cut down on white leather. 

College and school wardrobe pro- 
Motions are in full swing this month 
and a survey shows that a low heel 
brown calf oxford is in high favor. 
Of dar& shoes selling now, 50 percent 
are running to brown. Black is in 
the picture, but not to the same ex- 
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tent as brown. However, there is a 
slow but steady pickup in black, par- 
ticularly in spectator sport pumps. 
Suede is tops here, with patent a 
close second and some _ gabardine 
selling. Where colored shoes can be 
found, red is leading. This is being 
treated as a neutral because it can 
be worn with many other colors. 

The family supply of No. 18 ap- 
pears to be going into shoes for col- 
lege wear. So far not many sales 
of more than two pairs have been 
made to a single customer. There is 
one good sturdy brown oxford and a 
spectator pump for dress-up occa- 
‘ sions. And here a new trend is show- 
ing. The tailored models have been 
selected and they are expected to do 
multiple duty. For wear with the 
popular tailored suit they are smart 
“as is.” For afternoon or even for 
evening wear, these same pumps are 
decorated with frivolous bows, cut 
steel buckles or other decorations. 
This seems to be the general plan. 
While brown calf is very popular. 
the classic black patent has a good 
following. 


For in-between wear the popular 
price chain stores report a high vol- 
ume in colored play shoes. Girls who 
have never before taken this type back 
to school are doing so this season. 
And because the high style fashion 
of the year is a sweater and skirt for 
all daytime functions, the colored 
play shoe can be made to do good 
service. 

The strictly evening shoe is prac- 
tically out of the picture right now. 
Because the plainer dance frock in 
short length is in vogue, the trimmed 
pump can be made to serve with such 
outfits. 





All shoe dealers report that No. 
18 is being used in such numbers as 
to make them predict that the mad 
rush on No. 17 will not be re- 
peated. 

[TURN TO PAGE 93, PLEASE] 
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ideally Suitable for the BOYS IN THE SERVICE. 


Retails tor 10 
Retails ter 25 


Retails ter 2c 
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HELP WANTED 


WANTED TO PURCHASE 


— 


WANTED TO PURCHASE 





TTENTION, RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., [ndustriai Ave- 
nue, Danville, Hlinois. 





S HOE SALESMAN. THE SCHOLL MFG. 
CO., INC., world’s largest makers of Foot 
Aids, offers exceptional opportunity for a man 
draft exempt, seeking permanent position. Shoe 
sales experience necessary; good salary while in 
training; broad opportunity for advancement: 
vacations with pay; group insurance. Good 
character and reference required. Write O. R. 
Forberg, 213 W. Schiller St., Chicago, III. 





S HOEMAN: Must be experienced and willing 
worker to take charge of small family shoe 





store handling popular price shoes from $3.00 
to $8.95. Salary $60.00. Vacation; bonus; 
good opportunity. Small Chain. GERDY’S 
SHOE STORE, 998 East 105 STREET, 
CLEVELAND, OHIO 
ETAIL SHOE SALESMAN, high-grade 
family shoe store; permanent position; 


must be experienced fitting corrective footwear. 
70 miles from New York. Give complete de- 

Address #836, care Boot 
100 East 42nd Street, New 


tails in your reply. 
& Shoe Recorder, 
York 17, N. Y. 





PATTERN MAN—WANTED by large Shoe 


Manufacturer; experienced Designer and 
Model Cutter, between ages 30-40; draft ex- 
empt; references. Address #837, care Boot 


& Shoe Recorder, 100 East 42nd Street, New 


York 17, N. ¥ 





W ANTED—Lasting Room foreman on me- 

dium grade of women’s McKay shoes. 
Steady position, Philadelphia Vicinity. Address 
#828, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, r 





SALESMEN WANTED 


SALESMAN WANTED FOR WEST COAST 

line of unrationed Playshoes, Retail 
$4.00. Should have residence on West Coast. 
Address #835, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








FOR SALE 


FOR SALE: SHOE STORE IN SOUTIHI- 

ERN TERRITORY carrying Nationally 
branded lines of Men’s, Women’s and Chil- 
dren’s Shoes. Doing annual business of 
$60,000. Store completely equipped and X-Ray 
Shoe Fitter. Must be sold at once. Owner 
drafted for service. Address #834, care Boot 








& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
YORK RETAILER has about 1000 


NEw 


pairs of Whites, high color and Summer 
Novelties and staple Shoes. Ideal lot of shoes 
for High Cancellation Store in South. No 
auctioneers. Address #833, care Boot & Shoe 
ae 100 East 42nd Street, New York 17, 








SELL US 


FOR CASH 
AND RATION CURRENCY 
YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 


any of the 15 leading St. Louis factories 


M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 








A&®CH PAD FELT—Scraps of blue felt that 
many shoe stores use for  ?, and Meta- 





tarsal pads. Price 35c. per Mail your 
trial order today. WIESENFEL 3 COMPANY, 
112 West North Avenue, Baltimore-1, Mary- 
land. 

and other 


ARCH SUPPORTS — Scholl’s 

makes; any size. What have you, and 

price wanted? EVANS & SCHWARTZ SHOE 

_— 479 North High Street, Columbus, 
io. 





LINE WANTED 


W HO NEEDS A SHOE SALESMAN? 

Women’s high grade shoes, or Children’s 
shoes; know both branches thoroughly. Thirty 
years selling shoes; Middle-West field preferred. 
Know name every Buyer large towns and small. 
There are but a few of us good salesmen left, 
so some of you good lines get in touch with me. 
Address #838, care Boot & Shoe Dea 
100 East 42nd Street, New York 17, N. Y. 


OR PACIFIC COAST TERRITORY—- 

Unrationed Shoe or Slipper Line. Address 
#832, care Boot & Shoe hm 100 East 
42nd Street, New York 17, N. 














Open New Plant 


MALONE, N. Y.— The Consolidated 
Slipper Corporation has opened a new 
plant in this northern New York com- 
munity. It is located in Amsden Street 
in a building formerly occupied by a 
rubber factory which closed eight years 
ago. 

Officials of the corporation announce 
that 50 employees will be engaged, and 
it is expected that this number will be 
increased to 100 shortly. 

The plant will be operated by the 
Sun Valley Boot Company, a new firm 
erganized for the purpose of develop- 
ing a line of cold weather boots that 
previously have been manufactured in 
the Consolidated plant. Fred Parr, for- 
merly superintendent of the Consoli- 
dated Slipper Corporation, will be in 
charge of operations in the new plant. 


SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 


Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 
New York City 
Phone BARCLAY 17-7887 











WE. BUY 


SHOE STORES 


FOR CASH 


BARSH & GEASAR 


N 4th S?* 


Philode 


MARket ) 


Phone 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and urers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5579 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 














Minimum charge, 75 cents. 


address should be counted. 
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The rate for “Position and Lines Wanted’ 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


advertisement 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


Advertisements for this page must be in our New York Office 10 days preceding publication date. 


undisplayed advertisements. 
Minimum charge, $1.25. 
In all other cases each word of the 
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Retail Trade Review 


[CONTINUED FROM PAGE 9] ] 


FALL SHOES SELL IN DENVER 
A CROSS-SECTION of Denver’s shoe 


shops and department stores shows a 
current program of Fall selling va- 
ried and advanced to high volume, 
considering the tight wrappings of 
war regulations and manufacturers’ 
restrictions. 

On the whole, shoe managers are 
placid, optimistic and courageous in 
the face of daily problems, increasing 
customer demands, limited shipments 
and changing personnel. In most 
instances women staff the shops to as 
much as 75 percent of the sales 
force. In the department stores where 
managers can draw upon other de- 
partments for experienced sales- 
women, shoe managers soon have 
trained helpers, but in many in- 
stances where new help is imported 
a problem of absenteeism has re- 
sulted. 

According to W. J. Carty, buyer of 
shoes at the Denver, “This emergency 
has proven the theory that women 
can sell shoes successfully and most 
satisfactorily.” A few minutes in 
the department was most convincing. 
There suedes in open toes and heels, 
walled toes; pumps in black and in 
russet calf, stepins with cut-out toes, 
and Cuban heels were well displayed 
and selling fast through the eager 
services of a large force of women. 

A full-page ad the last part of June 
set Fall merchandise at the Daniels 
& Fisher department store into tre- 
Business has in- 
creased amazingly all season, and Sep- 
tember will be even greater with the 
back-to-school demands. Anklets al- 
ready going strong are headed for a 
rush. These are in play design as 
well as dress and range in price from 
$6.95 to $16.95; reds and greens are 
favorites. Reptiles in sandals, ox- 
fords, pumps and stepins with match- 
ing bags are much wanted. Here, as 
in all shops, the supply is limited. 
September will feature the platform- 
soled oxford in black suede for casual 
wear, together with elasticized pumps 
in black and brown with bow trim. 
Other shoes at Daniels & Fisher 
women’s and children’s shoe depart- 
ment will include young casuals for 
work, play, and dates, of all black, 
all tan and blue suede with the sling 
heel pump with platform sole and roll 
bow trim or lace. 


R. O. Mattingly of Gano-Downs ex- 
pects a lively September turnover. 
In spite of no clearance, Summer busi- 
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ness has held up and will so long as 
shoes are rationed, according to his 
forecast. His department is doing a 
nice job with WACS, WAVES and 
other service women in military types. 
In the men’s department . at Gano- 
Downs the trend is toward two-eyelet 
ties. Buckles are on the way out. 
Scotch grains in plain toes are good 
Fall leaders. Toes take a broader 
trend in line with the military influ- 
ence. This trend will completely 
color the Fall picture, according to 








the feeling,of your 


| customers’ feet that makes 


them want another pair . 
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Harry Krumholz of the men’s shop at 
the Denver Dry Goods Co. A brisk 
Fall business will follow good Spring 
and Summer selling, for the outlook 
is splendid for the coming season. 
Advertising is informative rather than 
sales getting, but people are going -to 
use that No. 18 coupon. Mr, Krum- 
holz has a heavy stock for soldier 
trade. A definite change in men’s 
shoes will be noted because there will 
be no college trend for the eighteen- 
year-olds. 





BRIGHT FUTURES 


—for the children 
whose feet are properly 
fitted to Dr. Posner’s Sci- 
entific Shoes . . . 


BRIGHT FUTURES 


—for the retailer 
who recognizes that now 
is the time to win loyal 
customers and build his 
future profits . . . adding 
to his prestige . . . making 
his store known as Chil- 


dren’s Health Shoe Head- 


quarters... 


BRIGHT FUTURES 


—hbecause Dr. Pos- 
ner’s Shoes are nationally 
known and consistently 
advertised in 

GOOD HOUSEKEEPING 
PARENTS’ MAGAZINE 
CHILD LIFE 


WOMAN'S HOME COMPANION 
LADIES HOME JOURNAL 


... creating a steady stream 
of new customer interest. 


DR. A. POSNER SHOES, inc. 


rr] 
FOR BOYS A AND GIRLS Offices: 
137 Duane Strest 


New York, WY. 
Factory: 
Allentown, Pa. 


GIVE YOUR CHILD CORRECT ‘BODY BALANCE 








' OHIO LEATHER COMPANY, Girard, O. 
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